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Personality 


and Friendliness 


The Missouri State Life is a Company of per- 
sonality and friendliness. Its officers are all com- 
paratively young men, mature in experience and 
judgment, aggressive in spirit. 


The constant aim of the Missouri State Life is 
the perfection of its service to field men and the 
public. A system of Branch Offices in important 
centers, in addition to General Agencies, gives 
direct and prompt service to clients and repre- 
sentatives. 


With its Home Office situated in the center of 
the United States, the Company is in a position to 
give prompt, efficient service, and through its sev- 
eral departments — Life — Accident & Health — 
Group—and Salary Savings—it offers its repre- 
sentatives an exceptional opportunity to multiply 
the results of their daily work and thereby multiply 
their income. 
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More than a Billion and a.Quarter Dollars of Life Insurance in force 
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The Cure for 
Timidity 


Notoriously, the life insur- 
ance agent’s greatest handicap 
is fear. The Peoria Life, nor 
any other company, cannot 
claim a magic formula for in- 
stilling gun-shy agents with 
the courage of lions. But on 
the other hand— 


How cheering is the self- 
confidence that comes from 
the thorough knowledge of life 
insurance and the mastery of 
its salesmanship which are 
part of every Peoria Life 
agent’s training. How reas- 
suring to realize that the Pe- 
oria Life is admired in every 
community where it operates 
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for conspicuously prompt and 
complete service to its policy- 
holders and beneficiaries. 


There is inspiration for the 
Peoria Life agent in the 
knowledge that he is equipped 
to furnish every good feature 
of up-to-date life insurance, 
and that his “kit” contains 
something that will interest 
the most formidable prospect. 
Behind his individual efforts 
stand the resources of a 22- 
year-old institution with over 
215 millions of insurance in 
force, well-known and _ re- 
spected for its record of prog- 
ress and service. 


One of the chief aims of the 
Peoria Life agency program 
is to promote the success of 
its agents by dispelling the 
bogey of fear. 
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End of Volume 
Craze Is Seen 





Parkinson Sounds Prophetic Note 
at Life Agency Officers’ 
Meet 


AGENCY MEN RULE COST 


Accumulation of Business Will No 
Longer Be Sole Test of Worth, 
Equitable President Says 





The annual meeting of the Associa- 
tion of Life Agency Officers ended on 
a high and significant note. It was the 
address of T. I. Parkinson, president 
of the Equitable Life of New York, and 
one statement of Mr. Parkinson in par- 
ticular, “I am ready to take any kind 
of cut in volume, if by doing so better 
service may be rendered to the people 
of the country,” was left ringing in the 
ears of the agency officers as they left 
the convention hall. 

Those who heard that statement inter- 
preted it to mean that the scramble for 
volume of undigestible business is near- 
ing its end; that life insurance leaders 
henceforth, perhaps for a period of five 
years, will be preoccupied with the task 
of stabilization, orderly marketing, and 
critical production. 

Logie of Statement 


Mr. Parkinson prepared for his sig- 

nificant statement by a logical process. 
He declared that the task of reducing 
the cost of insurance is largely in the 
hands of the agency force in the future. 
Business accumulated merely for the 
sake of adding to the reputation of in- 
dividual officers or of the company is 
not productive of welfare to the policy- 
holder, he said. In the future, Mr. 
Parkinson asserted, he will give no 
agency man credit for business com- 
petency based merely on the volume of 
business he has written. 
_ Since the welfare of the policyholder 
is the only justification for the existence 
of life insurance, closer scrutiny of the 
quality of the business is indicated. 

At least one feature of the revision in 
outlook towards mere volume, Mr. Park- 
inson declared, should be greater or 
more thorough investigation of big risks. 
The inspection should be conducted 
with the help of agents. If the agent 
is reluctant to make a thorough inspec- 
tion of the risk on his own initiative, he 
should be willing to give the underwriter 
more time for the inspection before it 
is “slapped on the books.” , Like mort- 


gage risks in the million dollar class, 
large life insurance risks should not be 
assumed except after thorough going 
inspection, Mr. Parkinson declared. 


Jones in Contribution 


Another member of the Equitable 
Stati, Frank L. Jones, made an impor- 
t contribution to the discussion when 

(CONTINUED ON PAGE 12) 





| Treasury’s Letter on Tax 





No Advantage on Estate or Income Taxes from Rewriting 
Life Policies in Excess of $40,000, Says Commissioner 
of Internal Revenue in Communication to Julian 
S. Myrick of National Association 





NEW YORK, Nov. 6—Schemes of 
brokers to twist all lines of life insur- 
ance exceeding $40,000 and rewrite them 
on applications made solely by the bene- 
ficiary, and having premiums paid by the 
beneficiary out of her own funds, are 
squelched by a letter of David Burnet, 
commissioner of internal revenue, ad- 
dressed to Julian S. Myrick and released 
by the National Association of Life 
Underwriters. Mr. Myrick is chairman 
of a committee appointed last spring by 
the National association to study the 
tax question. 

In his letter the commissioner of inter- 
nal revenue stated that no substantial 
benefit from the standpoint of fed- 
eral tax is to be obtained by the sur- 
render of existing life insurance policies 
in favor of so-called “absolute owner” 
policies. The National association had 
requested a revision of article 27 of Reg- 
ulations 70 (1929 edition) as promul- 
gated in Treasury Decision 4296 on Aug. 
6, 1930. 


States Treasury Rule 


Under the existing estate tax regula- 
tions, as amended by T. D. 4296, Mr. 
Burnet said, where the insured irrevo- 
cably disposes of all the legal incidents 
of ownership in a life insurance policy 
taken out by him absolutely, the pro- 
ceeds of the policy are not taxable as 
part of his gross estate under the pro- 
visions of the estate tax law and where 
such disposition does not take the form 
of a transfer for a valuable considera- 
tion, the entire proceeds of the policy 
paid by reason of the death of the in- 
sured are exempt from taxation under 
the income tax law. 

Mr. Burnet explained that during re- 
cent months a certain group of life 
underwriters, in order to secure com- 
plete exemption from the federal estate 
and income taxes, has been utilizing a 
plan whereby an insured who has a 
large amount of insurance on his own 
life for which he applied and has paid 
all premiums to date is advised to sur- 
render all of this insurance and to have 
the beneficiary apply for and purchase 
an “absolute owner” policy on his life, 
all premiums to be paid by the bene- 
ficiary. 

Rewriting Plan Explained 


Under this plan, he said, these under- 
writers claim exemption from the fed- 
eral estate and income taxes will be 
secured at the death of the person 
whose life is insured, whereas if the 
existing insurance remains in force all 
over $40,000 of the proceeds will be 
subject to federal estate tax unless there 
is an absolute assignment “for value re- 
ceived,” in which event the excess of 
the proceeds over such valuable consid- 
eration and subsequent premiums paid 
by the transferee will be subject to fed- 
eral income tax. 

Mr. Burnet’s 


interpretation of the 





present regulations refutes this conten- 
tion. 

Treasury decision 4296, under which 
Mr. Burnet stated the surrender of ex- 
isting policies in favor of “absolute 
owner” policies is not necessary to se- 
sure tax exemption, strikes out the sec- 
ond paragraph of article 27 of Regula- 
tions 70. The revised article, with the 
stricken paragraph in brackets, now 
reads: 

“Article 27. Insurance Receivable by 
Other Beneficiaries. 

“All insurance in excess of $40,000 re- 
ceivable by beneficiaries other than the 
estate, regardless of when taken out, 
must be included in the gross estate 
where the decedent during his life re- 
tained legal incidents of ownership in 
the policies of insurance, as, for ex- 


ample, a power to change the bene- 
ficiary, to surrender or cancel the poli- 
cies, to assign them, to revoke an 


assignment to them to pledge them for 
loans or to dispose otherwise of them 
and their proceeds for his own benefit, 
etc. 


What Old Regulation Provided 


“[ However, irrespective of the reten- 
tion of such legal incidents of owner- 
ship, all insurance in excess of $40,000 
receivable by beneficiaries other than 
the estate must be included in the gross 
estate (1) of any decedent dying after 
the enactment of the revenue act of 1924, 
where such insurance was taken out, or 
the beneficiary receiving the proceeds 
was named, after the enactment of the 
revenue act of 1918, and (2) of any 
decedent dying after the passage of the 
revenue act of 1918, but before the ef- 
fective date of Title III of the revenue 
act of 1924 where such insurance was 
taken out, or the beneficiary receiving 
the proceeds was named, after the enact- 
ment of the particular revenue act in 
force and effect at the time of such a 
decedent’s death, in which case the 
amount in excess of $40,000 so receiv- 
able should be included in the gross 
estate of the decedent.] 

“The estate is entitled to only one 
exemption of $40,000 upon insurance re- 
ceivable by beneficiaries other than the 
estate. For example, if the decedent 
left life insurance payable to three such 
beneficiaries in amounts of $10,000, $40,- 
000 and $50,000 (total $100,000), the 
full amount should be listed on the re- 
turn and therefrom subtracted the $40,- 
000 exemption as provided in Schedule 
C of form 706. The word ‘beneficiaries,’ 
as used in reference to the $40,000 ex- 
emption, means persons entitled to the 
actual enjoyment of the insurance 
money.” 

Letter of Commissioner 

The letter of the commissioner of in- 
ternal revenue to Mr. Myrick follows in 
full text: 

“Reference is made to your letter of 

(CONTINUED ON PAGE 12) 





Suicide Cases 
Not Alarming 


Slight Increase May Be Due to 
Stock Market 
Speculation 


DANGER IN LARGE RISKS 


Companies Fear Policyholders With 
Large Amounts Who Have 


Backs to the Wall 


NEW YORK, Nov. 6. 
suicides of 
eight days, 


-The 
Philadelphians 
all attributed directly 
directly to stock market operations, ap- 


recent 
within 
or in- 


four 


parently confirm the fears of many that 
1930 would be a big suicide year, par- 
ticularly among the large risks. 

To their life 
panies predictions 
largely There will un- 
doubtedly be a slight rise in the per- 
centage of suicides for the year but the 
increase will be distributed among all 
classes, including the industrial, with- 
out any disproportionately large number 
among the holders of policies of $100,000 
or more, 


relief, however, com- 


are finding such 


groundless. 


Danger With Large Policies 


While the mortality experience among 
large policyholders continues to be un- 
favorable yet it is not because of an 
excessive suicide rate. In fact the pro- 
portion of violent deaths is smallest 
among this class. The real concern of 
companies handling jumbo risks is not 
so much with prospective suicides but 
with getting caught with heavily insured 
policyholders whose postmortems give 
every indication that important informa- 
tion has been withheld when the policy 
was issued. And even if there is posi- 
tive proof of such withholding there is 
nothing to do about it after the con- 
testable period is passed. 


Suicides and Insurance 


Committing suicide with the conscious 
intent of defrauding an insurance com- 
pany, like getting huge sums from fire 
companies by means of arson, is better 
in theory than in practice. It may sound 
easy but on closer view presents snags 
which seriously reduce the practical 
value of the idea, in addition to the 
chance of losing both life and insurance 
money if the fraud can be proven. 

The need for the money would be so 
great and urgent that to load up with 
insurance and wait for the contestable 
period to expire would be impracticable, 
even if one could be certain enough of 
not changing his mind before the period 
passed. And if one were able to get 
the money for the premium it would 
probably be enough to make so drastic 
a step needless, at least for a time. 

Opens Way for Contest 
“Accidental” suicide during the con- 
testable period avoids the waiting period, 
but opens the way for contest by the 
(CONTINUED ON PAGE 12) 
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Seek Repayment |[J7 nemployment Cover Not 
Line Company Can Write 


of Policy Loans 
Installment Plans Used by Vari- 
ous Companies Reviewed at 
Actuaries’ Meeting 


LAPSE RATIO EXCESSIVE 


Some Officials Say Loans Made Too 
Easy, Cash Value Idea Over-Em- 
phasized by Salesmen 





Despite the suggestion of one promi- 
nent actuary that the companies have no 
reason to worry about policy loans, in- 
asmuch as they are drawing a good rate 
of interest and secured by the highest 
possible form of collateral, members of 
the American Institute of Actuaries at 
their fall meeting at Springfield, Ill, last 
week devoted considerable time to the 
discussion of plans for securing the re- 
payment of policy loans in installments 
or otherwise. 

Considerable apprehension was ex- 
pressed regarding the situation, The 
thing that is worrying the companies in 
that connection is not so much the in- 
vestment angle as the great increase in 
the lapse ratio which is noted where 
policies have become burdened with 
substantial loans. 


Termination Rate Excessive 


George Graham of the Central States 
Life pointed out that the withdrawing 
policyholder takes out more than his 
share and that such withdrawals should 
therefore be discouraged. He declared 
that the termination rate on _ policies 
where loans have been secured to the 
maximum amount available is almost 
twice the lapse rate on new business at 
the first anniversary, which is of course 
the peak point for that class of business. 
He emphasized, therefore, the necessity 
for especial effort along this line in the 
first year after the loan is secured. Some 
of the speakers declared that the com- 
panies have made it too easy for a man 
to get a loan and also that the present 
situation is somewhat the result of the 
sales methods used, in which the cash 
value has been over-emphasized. 


Metropolitan Life's New Plan 


Probably the most interesting feature 
of the discussion of methods of securing 
repayment was the announcement by E. 
O. Dunlap of the Metropolitan Life that 
that company is planning to include in 
the note a statement of how the policy- 
holder wants to repay the loan. Where 
the payments are to be made in monthly 
installments, the company will send out 
a notice each month and send the re- 
ceipts to its district offices, where the 
payments are to be made. Mr. Dunlap 
presented figures for the years 1923-1929, 
showing a gradual increase in the per- 
centage of loans which are being repaid 
on the installment plan. 

It was brought out that one company 
has a repayment agreement on the back 
of the note and another, which requires 
the deposit of the policy, outlines its re- 
payment plan on the back of the receipt 
tor the policy. Reference was made to 
other plans which have been tried out 
with little success, including the use of 
serial notes, in which five notes for $100 
each were made out in the case of a 
$500 loan, and the use of post-dated 
checks. The companv using the latter 
plan reported that some checks had been 
received, but many of them were later 
wrues un--'4 

Brunquell of the Northwestern 

M ae desc ribed a series of three letters 

which that company is sending out 
(CONTINUED ON PAGE 11) 








Emphatic opposition to the idea of 
putting any of the insurance companies 
in this country, and particularly the life 
companies, into the field of unemploy- 
ment insurance, was registered by sev- 
eral prominent actuaries at the fall 
meeting of the American Institute of 
Actuaries in Springfield, Ill, last week. 
The matter came up in connection with 
the discussion of a paper on that sub- 
ject presented at the last mecting of the 
Institute by R. A. Hohaus of the Met- 
1opolitan Life, in which he reviewed at 
some length the result of the British 
and German experiments in this field. 
Probably the strongest expression of 
epposition to the writing of unemploy- 
ment insurance came from R. Rob- 
bins of the Union Labor Life. 

“All students of unemployment prob- 
lems seem to agree that the greatest 
hope lies along lines other than insur- 
ance,” he said. “Probably most of those 
who would advocate unemployment in- 
surance will agree with Mr. Hohaus 
that such insurance ‘should be consid- 
ered as a complement of, and not as an 
alternative to, regularization and stabil- 
ization of employment.’ 


Differs from Other Risks 


“As a type of risk, unemployment is 
different from almost anything else 
which we insure against. As a rule 
we insure against the happening of an 
event which is not desired by the party 
who stands to benefit by the insurance. 
Unemployment, on the other hand, is 
not infrequently very much desired by 
those who would benefit by unemploy- 
ment insurance. Nothing would be more 
attractive to many of us than to be un- 
employed if our income were not inter- 
rupted, and a danger in unemployment 
is, of course, that many may prefer a 
small income with unemployment rather 
than a larger income as the result of 
employment.” 

Mr. Hohaus had outlined in some de- 
tail a possible scheme of unemployment 
insurance as handied by an insurance 
corporation, but seemed uncertain as to 
whether or not it would be wise for an 
insurance corporation to undertake such 

a business. In this connection Mr. Rob- 
bins pointed out that a corporate form 
of insurance organization is adapted to 
making clear-cut insurance contracts in- 
volving definite obligations in exchange 
for definite insurance premiums. 


Must Keep Promises in Any Event 


“An 


factorily 


insurance business, to be satis- 
conducted by such corpora- 
tions,” he said, “must be such as to min- 
imize the number of doubtful claims and 
must reduce to a minimum, if it prom- 
ises at all, any benefits which depend 
in amount upon the discretion of any- 
one connected with the business. The 
corporation may choose its premiums, 
under certain limitations, but, having 
made a contract, it must keep its prom- 
ise or cease doing business and, if nec- 
essary. all of the assets of the corpora- 
tion, including all contributions of cap- 
ital and surplus made by stockholders, 
will be used up in paying obligations 
growing out of insurance promises. 
“In the opinion of the writer, a cor- 
poration which must make such hard 
and fast contracts and must, if neces- 
sary, be liquidated to meet its claims 
is not adapted to conduct an unemploy- 
ment insurance business. The risk of 
unemployment is dependent upon so 
many uncertain elements which may 
result in such wide variations of claims 
from anything which could be antici- 
pated by most careful analysis, that it 
would seem to be unwise to administer 
such benefits through an insurance or- 
ganization of our usual corporate form. 


Not Field for Life Companies 
“A further question is whether or not 


eur life insurance companies should un- 
dertake unemployment risks. The writer 





feels strongly that this should not, un- 
der any circumstances, be permitted. 
The risk involved is so entirely different 
from those now undertaken by life in- 
surance companies that it seems entirely 
unfair that funds held by life insurance 
companies as a result of premium pay- 
ments made by present policyholders 
should under any circumstances be en- 
dangered through the undertaking of 
such a foreign risk. Furthermore, look- 
ing only to the future, we should pre- 
serve the present status which segre- 
gates risks connected with life insurance 
in such a manner that we can purchase 
life insurance and pay premiums for 
years with almost perfect confidence 
that the companies’ promises will be 
fulfilled at just the time when we, the 
contracting parties, will be unable tc 
defend ourselves. Many of us could not 
have this confidence if the funds of life 
insurance companies were subject to the 
uncertainties of employment as they now 
exist.’ 

Mr. Robbins urged, however, that the 
actuaries should continue to study the 
problem and give any assistance in their 
power toward its solution. 


Such Insurance Increases Unemployment 


James F. Little of the Prudential, 
president of the institute, suggested that, 
inasmuch as the mutual life companies 
are not organized for profit in the or- 
dinary sense, if unemployment insur- 
ance is undertaken by any other organ- 
ization than the government, they would 
be better qualified than any others. He 
found strong objections to the _ idea, 
however, emphasizing the fact that un- 
employment insurance undoubtedly does 
increase unemployment and prevents the 
insured from going back to work. 

Mr. Hohaus said that if any type of 
company is to write such insurance, it 
should be the life company; that it is 
nearer to the annuity than any other 
form, inasmuch as most of the benefits 
come from payments by the beneficiary. 

He spoke of the great increase in un- 
employment payments in both England 
and Germany since his paper was orig- 
inally written, but said that the de- 
moralization in England is of the gov- 
ernment, the employers and the labor 
unions rather than the workers them- 
selves and expressed the belief that the 
plan originally followed might have 
worked out all right. 


Experience on Government Funds 


In connection with suggestions of 
government insurance, V. R. Smith of 
the Confederation Life reviewed the re- 
sults of some of the old age pension 
funds in Canada and said that in one 
province at least the pension fund is 
hopelessly involved. R. Corbett of 
Chicago warned of the possibility of 
“half baked” social insurance schemes 
of various kinds in the coming legis- 
lative sessions. 





New York Life Payments 
for the First Nine Months 


Payments to living policyholders and 
to beneficiaries by the New York Life 
in the first nine months amounted to 
more than $147,000,000. More than $98,- 
000,000 was paid to living policyholders 
and more than $49,000,000, including 
over $2,100,000 double indemnity for ac- 
cidental deaths, to the beneficiaries of 
11,286 deceased policyholders. Included 
in these totals were dividend payments 
amounting to over $53,000,000. In the 
same nine months the company declined 
18,060 applications for more than $74,- 
000,000 insurance on the lives of persons 


who proved to be uninsurable. The to- 
tal insurance in force carried in the 
New York Life is now over $7,630,- 
000,000. 
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Bank Withdraws 
from Insurance 


President of Great Financial Insti- 
tution Lends Support to 
Agency System 


QUITS REPRESENTATION 


Bank of America, San Francisco, An- 
nounces Policy in Letter to Na- 
tional Agents’ Association 
NEW YORK, Nov. 


6.—Retirement oi 


the Bank of Italy group of San [ran 
cisco, one of the greatest financial in- 
stitutions in the world, from agency and 
brokerage representation of insurance 


companies, in line with a realization that 
the American insurance agent is a vital 
factor in society, that insurance is highly 
technical and its proper distribution de- 
mands his traine dservices, is announced 
Letter States Position 

The news was conveyed this week 
a letter from A. J. Mount, president 
Bank of America National Trust & Say 
ings Association, San _ Francisco, 
Percy H. Goodwin, president National 
Association of Insurance Agents, New 
York, an organization of agents in ger- 
eral insurance. Mr. Mount's institution, 


one of the Bank of Italy group, is the 
largest outside of New York, with 435 
branches in 237 California cities. For 


some time it has been greatly feared b: 
life insurance company and agency lead- 
ers that this great institution would en- 
ter the business of writing and selling 
life insurance on a large scale. Mr 
Mount states: 

Believes in Qualifications 


“Having been indirectly engaged 
through an affiliated company in the in- 
surance agency and brokerage business 
in many localities and through many 
branches of our bank for a number oi 
years past, we have had the opportunity 
of making a close study of the business 
and have come to the conclusion that the 
insurance business, as it is handled to- 
day, is a highly technical business whi 
should only be undertaken by agen 
and brokers fully qualified in the va- 
rious ramifications of the business. 

“We have also come to the conclusion 
that the insurance agent or broker is an 
important economic factor in the pros- 
perity of the community. 

Opposed to “High-pressure” 


“From 
also come to the 


our own expericnce we have 
conclusion that a bor- 
rower of money or one who obtains 
credit should have ‘the privilege of 
selecting his own agent or broker in 
the placing of insur. ce and the select- 


ing of the one whom he looks to to 
render him the insurance services de- 
sired, provided the agent or broker 


places the insurance in a company of 
sound financial stan’‘ng and prompt and 
liberal settlement c. »sses. 

“We are firm be ievers in the Amer- 
ican agency syster and the high ethical 
practices advocate y the National \s- 


sociation of Insu e Agents. 
“Therefore, wit hese thoughts )e- 

fore us, we have tided to have our 

affiliate withdraw om the insurance 


agency and broke. °* business and -in- 
cerely trust that t action will be iu- 
tually beneficial to ..e insurance agi nts 
of the United Stat: and the Pacific Na- 
tional Fire Insur~1ce Company, wiich 
company is owned by Transamerica [n- 
surance Holding Company.” 

This is the Bank of Italy organizat on. 
the title recently having been chanyed 

(CONTINUED ON PAGE 11) 
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Texas Decision 
Becomes Issue 


American Life Convention to Par- 
ticipate in Application for 
Rehearing 


LAW IS A FACTOR 


USURY 


Mortgages 
Where Interest or Commission Cou- 
pons May Be Accelerated 


Question Involves Those 


DALLAS, Nov. 6—A Texas legal 
proceeding which has been attracting 
more than usual attention on the part 


of the life companies doing business in 


Texas, is about to reach a final decision 
so far as Texas courts are concerned. 
\fter it closes its career in the Texas 


ts there is little doubt that it will 
be carried to the highest tribunal in 


cou 


the land if the verdict of the Texas su- 
reme court sustains a decision handed 
own by that tribunal. The final ac- 


tion of the Texas court will come up on 
4 new motion from the loaning company. 
he case is styled J. E. Shropshire et 
ux vs. Commerce Farm Credit Co. et al. 


American Life Convention 


According to F. W. Wozencraft of 
Dallas, one of the attorneys for the 
American Life Convention, that organi- 
zation is now taking a part in the case, 
and Mr. Wozencraft and Judge Byron 
K. Elliott, its general counsel, will ap- 
pear as representatives of the American 
Life Convention, and as friends of the 
court. Mr. Wozencraft said all plans 
for the participation of the American 
tife Convention in the case were per- 
fected at a conference in Chicago and 
that those plans are to be followed re- 
ligiously. 

Case Is Important One 


Participation 


The case is important to life com- 
panies because many of them have large 
sums loaned on Texas land. The deci- 
sion of the court, already rendered, 
might materially affect some of these 
ans, and more than likely would have 

direct bearing on loans made in the 
iuture. wShropshire and his wife bor- 
rowed $4,200 from the Commerce Farm 
Credit Company, payable in 10 years 
after date. A note for the principal 
sum was executed. It was agreed that 
he loan would bear interest at 9 percent 
per annum. 


Court Records Explain Case 


The court records in the case explain 
the situation as follows: “As evidence 
of the interest, the plaintiffs executed 
i0 interest oupons, each for the sum 
of $252, payable aqnually, which, it will 
be se en, represented interest on the loan 
it 6 percent; the additional interest was 
‘squeezed into fiv@ equal annual pay- 
ments, as eévidenced by five separate 
notes, each for $252 payable one each 
year during the ‘ ;4 five years of the 
loan period. «The principal note and the 
6 percent intérest.c pons were secured 
by a first lien dee sf trust on land in 
Hale county, -Tex 


Shropshire and wife paid the in- 


terest notes becom due for two years, 
a total of $1,008.. “he plaintiffs then 
brought suit in I county, Tex., to 
have the loan adjr ed usurious and to 


recover double the .»ount paid by them 
as interest. The <..e was tried in the 
district court in Hie county and that 
court held against Shropshire. The 
court of civil appeals at Amarillo, when 
Pe case was appealed, affirmed the 
ement of the district court. 

"On an application for a writ of error 

brought to the supreme court of Texas, 
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ARTHUR 8S. HOLMAN 
Arthur S. Holman, manager for the 
Travelers at San Francisco and vice- 


president of the National Association of 
Life Underwriters, spoke at the annual 
meeting of the California Association 
of Insurance Agents at Sacramento last 
week on “How the Local Agent Can 
Build Up a Life Insurance Business.” 
He said the local agent has the con- 
fidence of the local business men and is 
in a position to add substantially to 
his income by constantly introducing the 
subject of life insurance. 








Central West States Show 


Increase in Paid Business 


Agencies of the Bankers Life of lowa, 
in the middle west are showing a sub- 
stantial increase in paid-for business, 
supporting the contention of business 
leaders that the central states are only 
slightly affected by the business depres- 
sion, 

During the first nine months the 24 
agencies in Iowa, Wisconsin, Nebraska, 
Missouri, Oklahoma, Minnesota, Kansas, 
South Dakota and North Dakota, have 
recorded an increase of more than $1,- 
000,000 in their aggregate of paid-for 
business, as compared to their aggregate 
for the first nine months of 1929. These 
same 24 agencies have paid for a total 
of $32,338,72 for the nine months. 
During the corresponding period of 1929 
their aggregate was $31,229,853. 








the supreme court commission of ap- 
peals, Section A, declared the loan was 
usurious and reversed the judgment of 
the lower court. The plaintiffs were 
awarded double the amount of interest 
paid to the loan company by this deci- 
sion, 

On a motion for a rehearing the case 
was withdrawn from the commission of 
appeals and argued directly before the 
supreme court of Texas. The supreme 
court then overruled the motion for a 
rehearing; ordered judgment entered 
reversing the decision of the district 
court and the appellate court, and al- 
lowed the plaintiffs to recover $2,030. 


Question to Be Determined 


The single question to be determined 
was if the loan was usurious and ex- 
ceeded the legal limit of 10 percent. 
This involved whether the interest could 
be collected in advance legally, and the 
use of the “acceleration clause”; also, 
the payment of the interest in advance 
from a part of the principal. 

The five additional notes for $252 
those notes to be paid during the first 
five years of the loan, probably will form 
the basis of the argument in the case 
when it comes up again. 
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Good Mortality on Large 
Risks Gained by Selection 





Mortality experience of the North- 
western Mutual of Milwaukee on lives 
approved for $100,000 or more was dis- 
cussed by Dr. J. W. Fisher, medical di- 


rector, in a paper before the Associa- 
tion of Life Insurance Medical Direc- 
tors. He gave a statistical study of 


policyholders carrying large amounts. 
The Northwestern, up to 1927, secured 
as favorable mortality on “jumbo” risks 
as generally for about the same period. 
Dr. Fisher attributed this almost entirely 
to careful medical selection. 
Describes Selection Plan 


He described how selection is con- 
ducted by the Northwestern. All appli- 
cations are sent direct to the medical 
department, and each application is 
checked with the medical examiners’ 
index and then with the M. I. B. index. 
If previously insured or rejected by the 
Northwestern, the previous application 
is attached, with a work sheet bearing 
all data, including numbers, amounts, 
and kind of all policies previously 
sued by the company. 

Amount of policy loans, lapse and sur- 
renders, if any, are also recorded, and 
the amount of insurance carried in other 
companies is shown in the new applica- 
tion. An inspection report is always 
secured, and in amounts of $50,000 or 
more a special report with a current 
Dun or Bradstreet is required. Com- 
parisons are made by reviewers who re- 
fer material discrepancies between the 
old and new applications and any im- 
pairments to a member of the medical 


staff. 


is- 


How Risks Are Handled 


Medical reviewers dispose of all 
amounts of $5,000 or less, except to 
decline, free from medical impairment 
and with a satisfactory inspection re- 
port; two signatures required. Amounts 
over $5,000 and up to $10,000 may be 
approved or rejected by one lay re- 
viewer and one member of the medical 
staff. All amounts of more than $10,000 
require the approval or rejection of two 
members of the medical staff. 

All amounts of more than $10,000 
require the approval or rejection of two 
members of the staff. Conferences are 
held on all doubtful or questionable 
cases with the medical director or other 
member of the staff. 

“For the past 30 years the medical 
department has been held responsible 
for the mortality of the company,” Dr. 
Fisher said. “No committee or office 
outside the medical department is al- 
lowed to overrule a decision of the 
medical department on questions of a 
purely medical nature in risk selection. 

“Soliciting agents are permitted to re- 
quest the medical director to resubmit 
applications to the insurance and agency 


committee where the rejection was 
based on reasons other than medical. 
Such requests are rarely made. 


Will Not Accept Brokerage 


“For about the same period of time 
the company has not accepted brokerage 
or reinsurance business, nor has it ac- 
cepted business from certain unhealth- 
ful localities. The nearest approach to 
brokerage is so-called surplus business. 
This is accepted only when placed 
through an agent of the Northwestern 
by the agent of another company, which 
has the full limit issued by that com- 
pany. The anti-rebate rule has been 
enforced for a long term of years. 

“The percentage of rejections on the 
general business of the company aver- 
ages slightly less than 4 percent of all 
authorized completed applications recom- 
mended by the local medical examiners 
The percentage of rejections by local 
medical examiners averages about 1.5 
percent. 

“Double examinations by the local ex- 
aminers are required where the amount 





applied for exceeds $30,000. The per- 
centage of rejections in double examina- 
tions is a fraction less than 1.5 percent. 
The percentage of rejections by the 
medical department of applicants apply- 
ing for $100,000 or more is a fraction 
less than 3 percent of all completed ex- 
aminations recommended by the local 
examiner. 


Consider Only on Merits 


“Each case is considered on its merits, 
both large and small amounts. Strict 
attention is given to habits in the use 
of stimulants, build, blood pressure and 
other medical impairments, occupation, 
morals, environment, and especially in 


cases applying for large amounts and 
where heavily insured in other compa- 
nies, the question of overinsurance is 


thoroughly investigated. The element 
of self-selection is always borne in mind 
in risk selection, not along in the large 
insurers, but in all amounts. The com- 
pany not do a sub-standard busi- 
ness. All approved cases are insured at 
standard rates. 

“In risk selection, 
jumbo class we 
to satisty 


does 


especially in the 
insist on sufficient time 
ourselves that we have all 
the material facts possible to be obtained 
in each case, bearing in mind that the 
incentive to self-selection in large in- 
surers is more prevalent than when 
small amounts are involved. 


Draw Data from Claims 


“Much valuable information may be 
obtained by a careful study of death 
claims, especially those occurring in the 
first few years, both by the medical staff 
and local examiner. We notify the lat- 
ter of the death and cause in each case 
he has examined, when death occurs 
within five years, especially in cases 
where there is evidence that possibly 
we were not furnished with the full 
facts, either by the applicant or the ex- 


aminer at the time of approval of the 
case. 
“In my opinion, better results can be 


secured in risk selection in a mutual life 
company by holding the medical depart- 
ment responsible for a satisfactory mor- 
tality than by mixed lay and medical 
committee action, provided the medical 
staff are willing, also, to fit themselves 
intelligently to handle this phase of the 
business by securing reliable facts as 
shown by the actual experience of their 
company, and that of other companies. 


Department Is Unhampered 


“The medical department. of 
Northwestern has been practically 
hampered by lay committee action, and 
a very important factor has been a 
satisfactory cooperation on the part of 
the agency force and of the company 
and its local medical examiners.” 

The general experience of the North- 
western on 429,554 policies, involving 
15,858 deaths, has been 78.75 percent 
mortality. Experience on lines ap- 

(CONTINUED ON PAGE 11) 
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This Agent Shows What 
Full Day’s Work Means 


NEW YORK, Nov. 6.—Com- 
mencing his drive at one minute 
past midnight and concluding at 
4 o'clock the following morning, 
N. V. Sichenze of Brooklyn re- 
cently conducted a “one-man-one- 
day” drive which netted 68 calls, 
56 interviews, and 34 applications 
for -life insurance totaling more 
than $50,000. Mr, Sichenze is 
connected with the Lurie-Hookes 
agency, representing the Brooklyn 
National Life in Brooklyn. 
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THE NATIONAL UNDERWRITER 
Effects of the Election on lifi , Agency Mortality Study Is 
Insurance Commissioners Qualifications Advocated for Actuaries 


CHANGES IN SOME STATES 


Hope That a Few of the Able Officials 
May Be Continued in Their 
Positions 


The state elections this week will 
cause a change in insurance commis- 
sionerships in some commonwealths. 
Governor Roosevelt of New York has 
not yet appointed a successor to Albert 
Conway. As he is reelected undoubtedly 
the appointment will soon be made. 
George White, Democratic candidate in 
Ohio, was elected and naturally he will 
appoint an insurance superintendent of 
his own political complexion which will 
mean the retirement of Judge Younger, 
much to the regret of those who ap- 
preciate the good work he has done. 
Philip LaFollette, elected governor of 
Wisconsin, will select undoubtedly a 
new commissioner to succeed M. A. 
Freedy. Mr. Freedy is regarded as one 
of the outstanding commissioners of 
the country whose administration has 
been highly successful. It is unfortu- 
nate that a man of his type cannot con- 
tinue in office. 

Pennsylvania's Election 


Gifford Pinchot becomes governor of 
Pennsylvania. This may or may_not 
mean the retirement of Colonel Tag- 
gart as commissioner. Mr. Pinchot is a 
liberal and progressive and may desire 
someone nearer to his political wing of 
the party. Colonel Taggart is a man of 
superior ability and has given satisfac- 
tion in his office. Attorney General 
Brucker is elected Michigan governor 
which is likely to insure the continuance 
of Commissioner Livingston in office. 
Mr. Livingston stands in the front rank 
of insurance commissioners and nothing 
could happen insurance-wise in Michi- 
gan more to insure an honest and im- 
partial administration of office than the 
reappointment of C. D. Livingston. 

The Democratic ticket in Oklahoma 
was elected, including Insurance Com- 
missioner Read. The insurance commis- 
sioner in that state is elected and such 
is the case in Kansas, where Commis- 
sioner Hobbs seems to have been vic- 
torious, and thus will continue in office. 

Jess 'G. Read was reelected Oklahoma 
commissioner by more than 100,000 ma- 
jority. In two previous primaries, he 
carried 75 out of 77 counties. This is 
the second successive election he has 
carried by a big majority. 








Issue Comes Up 
in a New Light 


For the past few years, considerable 
has been said relative to insurance 
agents’ qualifications, At the last meet- 
ing of the Kansas Association of In- 
surance Agents, Commissioner Hobbs 
addressed that organization on the sub-. 
ject. Agents, field men and the state 
have discussed this situation frequently, 
as to whether or not an automobile 
salesman, banker, student, public offi- 
cial, barber, merchant or one’ occupied 
in other lines of endeavor is entitled to 
be an agent. 

Agents’ qualifications have just re- 
cently been brought to light in Kansas 
but through a new angle and from per- 
sons not in insurance. This has caused 
considerable talk throughout the state 
and middle west. The question now be- 
ing discussed is not whether or not a 
person in some other line of work is 
entitled to be an insurance agent, but 
whether an insurance agent can be a 
college student playing on a varsity foot- 
ball team. 

James Bausch, star player on the 
Kansas University football team is the 
agent and student attracting the atten- 
tion and the university has been the cen- 
ter of gossip recently. “Jim” Bausch, 
as he is known to football enthusiasts, 
has been paid $75 a month as represen- 
tative for the Bank Savings Life of To- 
peka. A meeting was recently, held by 
representatives of the universities in the 
“Big Six” conference. Much publicity 
was given this player. No official ac- 
tion was taken asking the Kansas Uni- 
versity to make any changes but it was 
left up to its authorities to do what they 
thought was right. It is understood 
that they will continue to let Bausch 
play the scheduled games this year. 











Report Business Slack 


If the 
executives 


opinions expressed by many 
attending the annual meet- 
ing of the Association of Life Agency 
Officers in Chicago are a criterion, at 
least the smaller life companies through- 
out the United States as a rule are from 
10 to 25 percent off on paid business so 
far this year. One executive of a com- 
pany paying for approximately $10,000,- 
000 of new business a year frankly ad- 
mits his company is off $2,500,000. He 
says comments of other executives at 
the agency officers’ meeting were almost 
uniform to the effect that they were 
suffering similar experience. 





PROPOSAL OF A. G. RAMSEY 


Brings Out Wisdom of Making Serv- 
ice of Technical Staff Available 
to Production Department 


One of the important developments 
which may emerge from the annual 
meeting of the Association of Life 
Agency Officers in Chicago is greater 
attention by actuaries to the problem of 
agency mortality. 

As the meeting approached conclu- 
sion, A. G. Ramsey, superintendent of 
agents Canada Life, suggested that it 
would be good policy for each company 
to assign a member of its actuarial staff 
to the life agency meeting. Mr. Ram- 
sey’s advice was prompted by an inter- 
esting discussion which began to enter 
the realm of statistics and actuarial sci- 


ence, on the problem of agency turn- 
over. 
The desirability of discovering the 


potentialities of a group of new agents 
and how many new agents must be 
added each year to realize various pro- 
grams of production, had been ex- 
pressed. The agency officers admitted 
their inability to develop a solution to 
this problem without the aid of actu- 
aries. 
Agency Mortality 


The technical men today are preoc- 
cupied with problems of the mortality 
of policyholders, the end result of which 
represents fractional differences in ex- 
perience. If the actuarial staff should 
turn its attention to problems of agency 
turnover, proponents of that movement 
predict, the end result of the work 
would be expressed in larger units. 

Expressed in concrete terms, what the 
agency men want of the actuarial staff, 
is calculations on how long, for in- 
stance, it would take before a group of 
new men producing $1,000,000 of busi- 
ness each year would develop say $4,- 
000,000 of business a year. If that were 
determined the agency men believe that 
when a production goal is laid down, 
the number of new men required to at- 
tain that goal would be known more 
or less automatically. 

Furthermore, the actuary should give 
attention to the problem of determining 
the latent possibilities of new agents 
from their first, second and third years’ 
production. Agency officers then would 
know whether to nurse a new agent, 





Safety Fund Renta 
Is Nearing the Million Mark 


FIGURES ON HARTFORD LIFE 


Insurance in Force in the Old Class Is 
$1,475,500 in Official Report 
of Commissioner 


Reduction of $186,500 in the insurance 
in force in the men’s safety fund de- 
partment of the Hartford Life for the 
year ending Sept. 30 is noted in the re- 
port filed with the Connecticut dep 
ment. The Hartford Life has not been 
writing insurance since 1913, when its 
non-participating policies were reinsured 
with the Missouri State Life. The men’s 
safety fund department was started in 
1880 as an assessment branch and con- 
tinued to issue policies until 1899 when 
because of difficulties encountered the 
company ceased writing new safety fund 
business. The function of the safety 
fund department since became one 
carrying out existing contracts. 


Large Reduction Noted 


When the insurance in force is re- 
duced to $1,000,000, the approximate 
amount of the safety ‘fund, the latter will 
be distributed among the then surviving 
members. The amount of insurance in 
force is now $1,475,500. There has been 
a very large reduction in recent years as 
indicated by the fact that at the end of 
1922 the amount of insurance in force 
was $5,254,950. 

The insurance in force in the women’s 
division as of Sept. 30 was $200,500. Dis- 
tribution of this safety fund, which is 
approximately $125,000 is to be made 
when the insurance in force is reduced 
to the then market value of its assets. 
There are 168 policies in force in this 
division. 








who, for instance, in his first year pro- 
duces $25,000. 

In orJer to inspire enthusiasm and 
cultivate interest among actuaries in 
this project those advocating the sys- 
tem believe it is important that tech- 
nical men attend the sessions of the life 
agency officers. Presence of actuaries 
might also curb the agency men if they 
were inclined to put false faith in cer- 
tain statistics. They would be a good 
balance wheel. 





Canadian Officers Meet Nov. 20 


The annual meeting of the Canadian 
Life Insurance Officers Association will 
be held in Toronto Nov. 20-21. 








WILL SPEAK AT LIFE PRESIDENTS ANNUAL MEETING 











LEROY A. LINCOLN, New York City 
Vice-President Metropolitan 





C. PETRUS PETERSON, Lincoln, Neb. 
General Counsel Bankers Life, Neb. 


Cc. C. WYSONG, Indianapolis 
Indiana Insurance Commissioner 





HARRY W. DINGMAN, 
Vice-President Continental Assurance 


DR, Chicago 
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Impaired Risks 
Hunter’s Topic 


Shows Mortality on Substandard 
Business Approaches Stand- 
ard in Later Policy Years 


SUPERSTANDARD AS WELL 


Figures on Experience of New York 
Life Presented at Fall Meeting 


of American Institute 


The general belief among actuaries, 
heretofore not backed up by definite fig- 
ures, that the mortality experience on 
both substandard and _ superstandard 
business after a number of years very 
closely approaches that on_ standard 
risks, was substantiated by the statistics 
presented by Arthur Hunter, vice-presi- 
dent and chief actuary of the New York 
Life, in a paper prepared for the fall 
the American Institute of 
Actuaries. In confirmation of his own 
conclusions, Mr. Hunter also cited some 
figures presented by Arne Fisher on 
mortality among rejected risks in Scan- 
dinavian companies. 

Mr. Hunter said that enough statistics 
have been furnished on substandard risks 
to indicate that the mortality among all 
classes combined, in comparison with 
the standard table, decreases with the 
duration of the policy. He gave his 
company’s experience under policies is- 
sued from 1896 to 1906 inclusive, all the 
policies being placed in a special divi- 
dend class and many of them having a 
lien against the face of the policy. 

These policies had deferred dividend 
periods of from 10 to 20 years. The last 
of them reached the end of that period 
four years ago. Table I shows the rela- 
tive mortality approximately compared 
with the experience of the company on 
standard risks: 


TABLE I 


Experience of the New York 

Underaverage Risks 

(Policies issued from 1896 to 1906 
inclusive) 


meeting of 


Life on 


Ratio of 


Actual to 

Expected 
Policy Deaths 
Years Per Cent 
a gaduinadhencowcadunh kbs 245 
De cxieseentect€esaranenes 210 
Dn icteeedenaseneentdstheee 175 
> “cieweetewk weewnes eeeeee 120 
BED A careaeedesnescedceeeees 110 


This showing, Mr. Hunter said, is to 
be expected, “as the poorer risks are 
likely to die in the early policy years, 
leaving the more rugged ones and those 
who had outlived their impairments. 
Our experience shows that the ratio of 
actual to expected deaths decreases 
more rapidly at the older than at the 
younger ages at entry. 

“The same tendency toward the de- 
creasing relative mortality with the in- 
crease in duration of the policy may be 
seen in some more modern statistics 
which cover the issues of 1906-22, based 
on the experience of substandard poli- 
cies with an advance in age. The rela- 
tive mortality was as shown in Table 
II, based on over 10,000 deaths: 


TABLE II 


Experience of the New York Life on 
Policies Advanced in Age for 
Impairments 
(Policies issued from 1900 to 1922 
inclusive) 
Ratio of 
Actual to 
Expected 
Deaths 
Per Cent 
110 
90 
80 
70 


“So far as concerns the age at entry, 





the mortality decreased quite rapidly, 
as may be seen by Table III: 
Ratio of 
Actual to 
Expected 


Attained Deaths 
Ages Per Cent 
SEE wnceesescasacewessneues 45 
De cesctevhewess66e0eenese 25 
BO-GD ccccecccccceesescccecss 0 
SO OU GOR ccccccveseseseces 85 


Experience on Superstandard Risks 


“Several companies have attempted to 
create a superstandard class, granting 
insurance only to persons who were bet- 
ter than the average risk. So far as I 
am aware, the results of such an experi- 
ment have not been published. It has 
generally been assumed that the effect 
of the better selection would be to have 
a distinctly lower mortality in the early 
years, but that the curve would gradu- 
ally approach that of the ‘average’ body 
of policyholders. The experience of our 
company may be of interest in this con- 
nection: 

Experience of the New 

Superstandard 

(Policies issued from 

inclusive) ° 

Ratio per cent of general experience 
-— Ages at Entry— 


York 
Risks 


1899 to 1905 


Life on 


Policy 50 and All 
Year 15-34 35-49 Higher Ages 
Sone «ee 49 63 99 68 
11-20 90 96 95 94 


“During the years 1899-1905 policies 
were issued to applicants who were at 


least 20 percent better than the standard 
mortality ratings, i. e., the numerical 
ratings required at 80 percent or better. 
This table is what would naturally have 
been expected, a very satisfactory mor- 
tality in the early policy years, with a 
gradual approach to the normal mor- 
tality of the company. The high ratio 
of 99 percent for the first to the tenth 
policy years at ages 50 to 60 was due 
principally to several large death losses, 
the table being based upon amounts in- 
sured.” 


Bankers Reserve Life Asks 
for Rehearing on Taxes 








i” 


minution, and the taxpayer sued for a 
refund. A refund would have been in 
order except for the closing agreement, 
the court of claims pointed out, but 
since such an agreement had been exe- 
cuted the court lacked jurisdiction to 
entertain the taxpayer's suit. 

Another case on the same subject, en- 
titled Aetna Life vs. Eaton, No. 511, is 
now pending before the U. S. Supreme 
Court, the petition states. 


City Employes Poor Risks 
_Mortality experience on all classes of 
city employes under group policies has 
been decidedly unfavorable, E. O. Dun- 





!lap of the Metropolitan Life reported 
——- | at the fall meeting of the American In- 
WASHINGTON. D. C.. Nov. 6 | stitute of Actuaries at Springfield, IIL, 
4 ~ 4 4 . . + . es "Tk? ° 4 
fie! : . ; last week. The experience on policemen 
hates tee sabead BE wc se ex] polic 
Petitic n_ for rehearing to review a de has been especially unfavorable in the 
cision of the court of claims has been southern states. where an extra charse 
filed in the case entitled Bankers Re- of $12 on ey aoe, necessary . = 
serve Life vs. United States, No. 367. | oe ge 
- 1 wed . “+! the northern states the extra charge is 


The original petition was denie c  e 
20 g i . ’ d Oct. | $6 and in Canada $3. 








In fixing the amount of tax under a 


closing agreement executed by a life | 


company the deduction of 4 percent of 
the mean legal reserve was diminished 
by the amount of income received from 


tion shows. 


Pension Survey Meeting 


Life underwriters, fraternals and other 
civic organizations have been invited to 


|a public hearing of the New Jersey old 
tax-exempt securities, the original peti- | i 
lark Nov, 14. 


age pension survey commission in New- 
The Newark meeting will 


_ Later the U. S. Supreme Court held | be followed by hearings in Trenton and 
invalid the statute requiring such a di- | Camden. 











BOARD 


of 
DIRECTORS 


MODIE J. SPIEGEL, Chair- 
men, 
Chairman of the Board, 
Spiegel-May-Stern & Co., 
one of the three largest 
mail order houses in the 
world; Vice-President Gat- 


zert & Company, Invest- 
ment Bankers. 
ROBERT E. WILSEY, 


President R. E. Wilsey & 
Co., Investment Bankers, 
offices in all principal 
cities; Vice-President and 
Director Railroad Shares 
Corporation, Investment 
Trust; Vice-President and 
Director Seaboard Utilities 
Company, Investment 
Trust. 


DRIEVER, President 
Cochran & McCluer, Mort- 
gage Bankers; Vice-Presi- 
dent Chicago Mortgage 
Bankers Association. 


C.2 


FRED W. BAILEY, Vice- 
President Old Republic 
Life Insurance Company. 


H. D. FOSTER, Vice-Presi- 
dent Old Republic Life In- 
surance Company. 


C. H. BOYER, Eastern 
Manager, Old Republic 
Life Insurance Company. 


CLINTON W. HOWE, 
President Old Republic 
Life Insurance Company; 
Vice-President American 


X-Ray Corporation. 


oT 

dees attention has been 
given the Old Republic Life, an 
old line legal reserve life insur- 
ance company, through its ar- 
rangement with the Chicago Her- 
ald and Examiner in offering at a 
low rate a non-medical Full Fam- 
ily Protection Policy. 


This unusual policy was offered 
by this great newspaper only after 
a scrutinizing investigation of the 
resources, policy forms, manage- 
ment and reliability of the Old 


Republic Life. 


The Old Republic Life is now en- 
ergetically extending its life insur- 
ance operations. Modern policies 
plus modern merchandising meth- 
ods insure the success of this com- 


pany. 





Cc. W. HOWE, 
President 

FRED W. BAILEY, 
Vice-President 


N. A. NELSON, JR. 


Secretary 
C. J. DRIEVER, 
Treasurer 
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Chicago Sales Sue " 
Source of Much Inspiration 


BIG WRITERS ARE FEATURED 


Simon, Crandall and Thurman Give 
Fine Talks—Sales Demonstration 
Makes Big Hit 


One of the most¢ successful sales con- 
the history of the Chicago 
of Life Underwriters was 
concluded Thursday afternoon with an 
interesting demonstration of practical 
life insurance selling methods by R. C. 
Borden and A. C. Busse, formerly asso- 
ciate professors of public speaking, New 
York University, now connected with 
the Hearst newspapers. 

Record attendance characterized the 
congress this year. The first morning 
feature was the address of welcome by 
George Lytton, president Hub Clothing 
Chicago, who is active in the 
Better Business Bureau with which the 
association has been affiliated for the 
past year in reducing twisting and other 
bad ethical practices. 

Che address of Leon Gilbert Simon, 
Equitable Life of New York and presi- 
dent Life Underwriters Association of 
the City of New York, followed selec- 
tions by the Rainbow quartet by cour- 
tesy of the Pullman company. Mr. Si- 
mon gave his valuable address on “Life 
Insurance in Its Relation to Business.” 
He is a national authority on this sub- 
ject and his talk evoked great interest. 


gresses in 
Association 


Company, 


Mr. Simon then conducted an open 
forum on this and kindred sales mat- 
ters. Many in attendance availed them- 
selves of the opportunity to ask Mr. 
Simon questions on cards provided for 
that purpose. 


The afternoon session opened with an 
by State Senator Harold C. 

of Illinois, chairman insur- 
on “Facing the New 


address 
Kessinger 
ance committee, 
Year.” 

Crandall Tells Methods 


L. M. Crandall, special agent New 
England Mutual at Norwich, Conn., and 
prominent in many business and civic 
organizations, gave his highly interest- 
ing talk on “How to Write an Applica- 
tion Per Call.” Mr. Crandall speaks 
from long experience, as for nearly nine 
years he has maintained a consistent 
weekly production record. His _ best 
day's work was 35 applications for $93,- 
000 on 18 calls without a turn down. 

Mr. Crandall has large outside busi- 
ness interests but although his itinerary 
this year is taking him over the United 
States he has set aside one day a week 
for production. He said meeting a hard 
prospect is easy if one follows the Gol- 
den Rule and places himself in the 
other’s position. He said agents should 
give their prospects the same thoughtful, 
considerate attention they would want 
if they were the prospect, and the bene- 
fit of clear, thoughtful analyses in 
rounding programs for completing life 
plans. He spoke flatteringly of coopera- 
tion between banks and life insurance 
men and of the great value to laymen of 
a definite analysis of their policies, in- 
cluding revision of old policies in line 
with developments. 

The modern successful underwriter 
should avoid being slick, Mr. Crandall 
said, and all tricks that are used by in- 
experienced salesmen in their efforts to 
should be 


get ahead in the business 
avoided. When right selling principles 
are followed, selling becomes pleasant 


and profitable, he said. 

Oliver M. Thurman, vice-president 
Mutual Benefit, then spoke on “Pros- 
pecting,” giving valuable tips from his 
experience with a rate book and as su- 
perintendent of agents of the Mutual 
Benefit. 

The sales demonstration, based on a 
study of sales methods in many busi- 
nesses which Messrs. Borden and Busee 
conducted for more than seven years, 
ended the congress. These men made 
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Vice Chairman | 








GEORGE 


H. CHACE 


George H. Chace, assistant secretary | 


of the Prudential, who was elected vice- | 


chairman of the Association of Life 


Agency Officers, has had an extended 


career in both ordinary and industrial 
insurance. He is a Harvard man and 
has been with the Prudential 25 years, 
occupying various positions. He was 
appointed manager of the Canadian di- 
vision in 1918. Later he was put in 
charge of the southern division in the 
ordinary department. He opened up a 
number of sections in the south for in- 
dustrial business. When E. D. Duffield | 
was elected president of the Prudential 


in 1922, he selected Mr. Chace as his | 


secretary. He held this position for four 
years, later becoming executive secre- 
tary. On Jan. 1, 1927, he was made | 
assistant secretary and given charge of | 
both the ordinary and industrial agency | 


lb 


| Mr. 





>| Senasionn Institute Holds 
Fall Meet at Springfield 
| 
| LIVE TOPICS ARE DISCUSSED 
| 
| President Little Sounds Warning on 
Court Interpretations of Incontest- 
able Clause, Fraud Claims 


| The fall meeting of the American In- 
| stitute of Actuaries at Springfield, IIL, 
| last week was featured by the discus- 
| sion of a number of topics of great in- 
terest to life insurance men generally 


| today, including the family income 
| policy, a subject which excited an espe- 
|cial amount of discussion; unemploy- 


| ment insurance; experience on non-med- 
| ical business, methods of securing re- 
| payment of policy loans and the rates 
| to be charged for the aviation hazard. 

The formal addresses scheduled for 
presentation at this meeting, mainly of 
a technical character, were distributed in 
printed form but not read, only a brief 
oral summary being given by the author 
in each case, which left practically the 
entire time for the more informal dis- 


cussions. 
Earlier Rulings Extended 
James F. Little of the Prudential, 


president of the institute, in his address 
emphasized the difficulties which have 
arisen by reason of court interpretations 
' of the incontestable clause and the ques- 
tion of misrepresentations in the appli- 
cation. The earlier ruling that misrep- 
resentations will not operate to void the 
policy unless they are material appar- 
ently has been extended to require that 
| the conditions misrepresented were con- 
nected directly with the cause of death. 
Little pointed out that in the case 
of a sufferer from a chronic disease who 
may die from an acute attack this direct 
connection may be difficult to establish, 
but it of course has an indirect bearing. 


forces in the south. On April 15, 1929, | The courts seem to assume that the 


Mr. Chace was placed in charge of the 
ordinary agency organization of the 
Prudential. 








over 15,000 interviews with sales execu- 
tives and salesmen in gathering their 
data and then formulated standards for 
the interview. The formula contains six 
basic principles and has been tested suc- 
cessfully in the field by more than 300 
American selling organizations. 

Harry T. Wright, association presi- 
dent, and E. B. Thurman, past presi- 
dent, presided jointly. Major credit for 
excelence of the program was accorded 
these two, and Walt Tower, the asso- 
ciation’s managing director. 


Provident Life & Accident 
Shows Handsome Increase 





The Provident Life & Accident of 
Chattanooga shows substantial gains for 
the three quarters of 1930 over the busi- 
ness for the corresponding period of last 
year, according to a review presented by 
President Robert J. Maclellan. For pur- 
poses of comparison, it is pointed out 
that 1929 was a year of exceptional in- 
creases and even to have equalled last 
year’s record would have been an 
achievement in itself. 

Foremost among the gains for the 
nine months is that with regard to new 
life insurance. The increase amounts to 
more than $11,300,000 paid for, approxi- 
mately 28 percent, making the total life 
insurance now outstanding more than 
$52,000,000. The life department is now 
in its 13th year. 

Accident and health insurance pre- 
miums show an increase of 10 percent, 
growing from $3,138,901 to $3,449,698. 
The total increase in premium income 
amounts to more than $468,000, or 12%4 
percent over the corresponding period of 
last year. 


companies have had a chance to ascer- 
tain the facts, but in most cases there 
is no such opportunity until after the 
death of the insured. 


Fraud Is No Defense 


It is now generally held that no mat- 
ter what fraud may have been com- 
mitted, if the contestable period is past 
the company has no recourse. The old 
rule applied to general business dealings, 
that a contract obtained by fraud is void, 
has been thrown out. “This may be 
good law,” Mr. Little said, “but it is 
not good ethics.” 

There are two classes of cases in 
which the courts have made exceptions 
to their regular rules. One is where 
some one else had impersonated the in- 
sured for the purpose of the medical 
examination and the other a case where 
the insured had signed two applications 
when he thought he was signing but 
one. He found it difficult to see just 
why these should be excepted and all 
others brought under the rule. 

Honest Policyholders Lose Millions 


If the legislatures had clearly under- 
stood what would be the effect of the 
laws they have passed, he said, they 
would have hesitated before taking such 


action. Under the interpretation given 
to these laws, millions of dollars, the 
property of honest policyholders, are 


being taken away from them and given 
to the crooked and dishonest. These 
laws, he declared, are of no help to the 
great body of policyholders. There are, 
of course, those who make mistakes in- 
nocently, but such mistakes are rarely 
found to be both innocent and material. 
For every dollar saved, $100 is paid out 
to an army of fraudulent applicants, 
whose extent leads to a suspicion of 
organized effort. 

Mr. Little considers that it probably 
would be unwise to seek any legislation 
to correct this condition, but he urged 
that the companies resist any efforts to- 
ward further extension. 





Directly in line with his remarks was 
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ro Semen Not to Sign 
North Carolina Tax Measure 


PROTEST INCREASE IN RATE 
Three Former Governors, Cotton Manu- 
facturers Join Insurance Inter- 


ests in Opposing Bill 


COLUMBIA, S. C.,, 


Nov. 6.—Thiree 
former governors of South Carolina, 
Richard I. Manning, Duncan C. Hey- 


ward and Thomas G. McLeod, appeared 


before Governor John G. Richards 
Monday and voiced their opposition 
to the signing of a bill which would 


increase from 2 to 3 percent the tax on 
insurance premiums collected in South 
Carolina. The governor took the mat- 
ter under advisement. 
Strong opposition to the bill was 
voiced by insurance men from this state 
and from North Carolina. The princi- 
pal points raised against it were that 
insurance companies would pass on the 
tax to policyholders, already groaning 
under a tax burden; that through retali- 
measures home companies doing 


atory 

business in other states must pay higher 
taxes in those states; that insurance 
companies are already bearing their 
share of the tax burden and that the 
tax, once imposed, would never be re- 


pealed. 
Cotton Men Oppose Bill 


The Cotton Manufacturers Associa- 
tion of South Carolina opposed the bill, 
stating that insurance items for cotton 
mills are a considerable feature of their 
costs and they fear that to increase the 
tax on insurance companies would in- 
crease the tax the cotton mills are 
bearing. 

The main argument for the bill is that 
present revenues will fall short by about 
$250,000 of meeting the state’s expenses 
and that this bill provides a means of 
preventing an increase in the deficit 
which the state already faces. 





Reinsurance of Fraternals 


A fraternal writes this paper to ascer- 
tain whether there is any ruling by any 
insurance commissioner or court giving 
a fraternal the right to reinsure all or 
any part of its risks with a legal reserve 
company. Massachusetts seems to be 
the only state where there is any spe- 
cific mention or decision on such re- 
insurance. In other states where [ra- 
ternal business is reinsured in old line 
companies there is no real authority but 
the practice has never been questioned. 

Massachusetts permits fraternals to 
have a clause or provision in their con- 
stitution and by-laws providing for re- 
insurance being recognized in licensed 
legal reserve companies. The fraternal, 
however, must obtain permission from 
the insurance commissioner to incor- 
porate such a provision. Massachusetts 
then permits fraternals to insure only 
an amount equal to that which they re 
tain. A larger proportion may be re- 
insured by obtaining permission of the 
insurance commissioner in each case 
This permission is usually granted. 








one of the questions scheduled for dis- 
cussion: “Is it desirable, where legal, to 
use not less than a two-year incontest- 
able period?” In view of the fact that it 
was brought up as the last item 
the program, only two speakers referred 
to it, but both of them favored the sug- 
gestion. C. O. Shepherd of the Missouri 
State Life declared that second-year sui- 
cides had cost the life companies $800,- 
000 from 1922 to 1929. He said that 
there is a severe selection against com- 
panies retaining the one-year period and 
that they ought to have a bar against 
fraud for a longer period. 


on 





Insurance Commissioner Wysong of 
Indiana, president of the National Con- 
vention of Insurance Commissioners, was 
in Chicago on official business last week. 
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Sharp Division in 
Actuaries’ Views 
on Family Income 








\ sharp division of opinion as to the 
desirability of the family income policy, 
which has attained such wide popular- 
ity in recent months, marked the dis- 
cussion of that subject at the fall meet- 
ing of the American Institute of Ac- 
taures in Springfield, Ill, last week. 
In general the opinion of the middle 
western companies, as expressed by 
their actuaries, seemed to be that the 
policy meets a real need, while the 
representatives of the larger eastern 
conipanies were critical of it. 

Misrepresentation Is Feared 

rhe chief basis for their opposition 
seemed to be the possibility of misrep- 
resentation or of misunderstanding by 
the policyholder, even if the agent is 
fair in his presentation, resulting in a 
‘delayed kick” in the later years of the 
policy’s life. This point of view was 
perhaps summarized by President H. C. 
Moir of the United States Life, who 
declared that it offers a “field for intelli- 
gent twisters” and expressed the hope 
that “the aftermath may be as mild as 
possible.” Particularly strong criticism 
was made of the literature being put 
out by some of the companies now of- 
fering this form of policy. 

Flexibility Questioned 


It was deciared further that the form 
is not sufficiently flexible; that the av- 
erage applicant doesn’t know what his 
needs for 20 years will be, either as to 
the size of his family or his financial 
condition; that as a man’s means in- 
crease his needs keep pace and that the 
tendency is to increase the amount of 
his insurance protection as the years 
advance, which is hampered by the adop- 
tion of this plan. 

fear was expressed that the policy- 


holder will consider at the end of his 
income period, when he continues to 
pay the same premium, that he has 


“bought a dead horse.” It was pointed 
out, however, that the cash value is 
greater after 20 years. It was also 
brought out in that connection that some 
companies are making the higher pre- 
mium charge only for the 20-year pe- 


riol and that at least one company 
I brought out a plan under which 
income payments continue to age 65. 


hat particular plan attracted consid- 
erable interest, in view of the repeated 
objection that the policy as ordinarily 
written overlooks the policyholder's de- 
lerred needs and ignores the question 
of old age income. It was stated in 
that connection that only one man out 
of five insured at age 35 dies within 20 
years and that the needs of the other 
four are not met by this form. 


Combination Is Suggested 


!.. G. Fassel of the Northwestern Mu- 
tual, secretary of the institute, said that 
practicaily the same result could be 
reached by the sale of a combination 
of ordinary life and convertible term 
nsurance, but that was answered with 
the assertion that the average agent 
would have neither the initiative to sug- 
ge-t such a combination nor the actu- 
arial knowledge to determine how much 
term insurance would be needed. The 
tact that the policy is on a monthly 
income rather than a lump sum basis 
was also brought up as one of the 
Strong arguments in its favor and fig- 
ures were cited as to the speedy dis- 
sipation of the proceeds of small policies 
| in a lump sum. 

Defenders of the family income pol- 
icy said that there is no one policy 
that will fit the needs of all prospects 
and that no such claim is made for this 
one. It would be a mistake to try to 
sel. it to everyone, but they insist that 
it does fill a real insurance need in cer- 
tain definite cases, by tiding the policy- 
holder over the period when his lia- 
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LIFE 


Experience on Non-Medical 
Is Generally Satisfactory 


ACTUARIES DISCUSS RESULTS 


Mortality Materially Higher but Offset 
by Saving in Expenses—Lapses 
Serious Problem 


Generally satisfactory results under 
the non-med.cal plan were reported in 
the discussion of the subject at the fall 
meeting of the American Institute of 
Actuaries at Springfield, IIL, last week. 
The mortality is admittedly materially 
higher than for medically examined bus- 
iness but, with some companies at least, 
the saving in expense is regarded as hav- 
ing fully offset the loss from this source. 
V. R. Smith of the Confederation Life 
said that company, which has been is- 
suing business on the non-medical basis 
since 1921, had found its mortality ratio 
increasing recently and thought the fact 
that the limit had been increased to $5,- 
000 might have been a factor in this in- 
crease. 

Unfavorable at Higher Ages 


It seemed to be the consensus that 
the experience is more unfavorable at 
the higher ages, probably from 40 on, 
and there seemed to be a serious ques- 
tion as to whether it should be carried 
beyond age 45. C. O. Shepherd of the 
Missouri State Life said that company 
has had an unfavorable experience with 
married women and has quit writing 
them on this form. He also gave it as 
his experience that the extra mortality 
was all on ordinary life business, with 
no -unfavorable results on the limited 
payment or endowment forms. 

The lapse ratio on this class of busi- 
ness is admittedly a serious problem. 
One company reported that the lapse 
ratio is approximately double that of 
medical business for the second calen- 
dar year, while another company’s ex- 
perience is that the lapse ratio on the 
smaller policies is higher the first year 
but lower thereafter. 


Agents Important Factor 


The agents’ part in making this busi- 
ness a success was emphasized very 
strongly. In one company where the 
ratio is about the same for medical and 
non-medical business, it is written only 
by “hand picked” agents, while the ra- 
ther unfavorable experience of another 
company was admitted to be due, in 
part at least, to the class of business 
obtained from its agents in some of the 
larger cities. 

The only company for which any fig- 
ures were given as to disability experi- 
ence under non-medical policies was the 
Lincoln National. Its figures showed 
that under the 90-day form the ratio of 
claims to expected was lower on non- 
medical than on medical business, while 
under the old six-months form the re- 
verse was true. It was found that the 
loss ratio had been very high on the 
smaller policies and for that reason the 
writing of disability benefits on non- 
medical policies under $2,500 has been 
discontinued. 


Phoenix 22 Percent Ahead 


Up to Oct. 1 the Phoenix Mutual Life 
has had a 22 percent increase in busi- 
ness over last year, according to James 
A. Griffin, assistant agency manager, 
who is making a three weeks’ agency 
tour. 





bilities are the greatest. They say that 
the family is better able to take care 
of itself in later years. Although their 
opponents counter by declaring the in- 
come ceases at a time when the widow's 
earning period is likely to be nearing 
an end, they point out that some of 
the children at least will have become 
income-earners. 
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1930 NYLIC CLUBS 





rikoacaa $112,952,278 
220,332,870 


$400,000 Club—202 agents paid for 
$200,000 Club—936 “ o « 


Both Clubs — 1138 agents, total paid for. . .$333,285,148 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY . President 
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THE NATIONAL UNDERWRITER 








‘C. L. U. CANDIDATES 


The following reference books for the “Chartered Life 
Underwriter” degree can be obtained from The National Un- 
derwriter, 175 W. Jackson Blvd., Chicago. Liberal discount for 
quantities. 

Recommended Study Texts 
for the C. L. U. Degree 
Il. LIFE INSURANCE FUNDAMENTALS 
(a) Economics of Life Insurance 


(1) Economics of Life Insurance—Huebner...... eseeesees 
(2) Outline of Study of Human Needs and Life Insurance , 


© AU AVEINEE co cccccccccccccccccccs: -cvccccccesesccccoscosceecs 30 
(b) At and Practices ie 
(1) Life Insurance—Huebner .........cccccccccccsecseeseeceees 2.75 
(2) Life Imsurance—Maclean  ......cccceececeeeeeee ceeeeeeenes 4.00 
Il. LIFE INSURANCE SALESMANSHIP 
(a) Principles of Salesmanship p 
Selling Life aera BOSVEREOR. occcccccsccce pennwen Ge 
A ett Course in ie Selling of Life Insurance— 
SS Lea eee 
(b) me. 8 of Salesmanship 
(1) Psychology of aes Life Insurance—Strong............. 4.00 
(2) Psychology hor "Life Insurance Underwriters—Root........ 3.00 
Ill. GENERAL EDUCATION 
(a) Economics 
Principles of Business--Gerstenberg..........++ss+eeeeeees ae SD 


Economic Problems of Modern Life—Patterson & Scholz.... 3.00 
(b) Government 
The New American Government and Its Work—Young...... 3.00 
Taxation—Loman 
(c) Sociology 
(1) Problems of Social Well-Being—Bossard................-. 3.50 
(2) Relation of Life Insurance to Education and Philanthropy 
—Stevemson ...cseeececees 2 
or 
Sociology of Life Insurance—Woods..........+.++++-++++++ 2.50 
(d) English 





A College Handbook of Writing—Woods..............-....+++ 1.20 
IV. COMMERCIAL AND INSURANCE LAW 
(a) General Commercial paw (any of following three) 
American Business Law— Sullive i sbbenereteuvatevececoousesa 2.50 
Manual of Commercial Law—Spencer.. iwechbeneabusindtnten t 3.50 
Law in Business Problems—Schaub.............:.ceeeeeeeeees 6.00 
(b) Wills, Trusts and Estates mA 
(1) Life Insurance in Its Relation to Wills, Trusts and 
TORROSO—TEREEOR cc ccccesccnccessccceccccvceseccsetoscecoece Gee 
or 
Living Trusts—Including Life Insurance Trusts— 
Se Bae Nec cnccancutecsecsecessescoscesesesesecs Se 
V. FINANCE 
(a) Corporation Finance 
Rudiments of Business Finance—Meade & Scholtz........... 2.00 
(b) Banking and Credit 
Banking and Business—Willis & Edwards.................... 3.530 
(c) Investments 
Investments—New 1929 Edition—D. F. Jordan................ 4.00 
or 
Principles of Investment—Kershman..............0.00.0eeeeee 6.00 


























Wanted.... 
a Man 


Possessing the following qualifications: 

© AGE 35 or over, seasoned and a pro- 
ducer. 

£ THREE years of life insurance experi- 
ence. 
Must be personally acquainted with at 
least 25 life agents. 


to him 
we offer.... 


The Highest commission for low cost 
participating insurance. 

€ The services of an experienced field 
man, to help him in the field, appoint- 
ing sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, North Carolina and 
Michigan, especially Detroit. Write fully. We will not check references 
until after interview. 


Address R-38, care The National Underwriter 

















Aviation Rates Are Still 
in the Experimental Stage 


LACK OF UNIFORMITY FOUND 


Objections to Use of Fixed Schedule 
Brought Out in Discussion by Amer- 
ican Institute of Actuaries 


A decided lack of uniformity in rates 
and rules regarding insurance on appli- 
cants flying as passengers in regularly 
licensed airplanes flying on established 
passenger routes, was brought out in the 
discussion of that subject at the fall 
meeting of the American Institute of 
Actuaries in Springfield, Ill, last week. 
The general practice seems to be to re- 
gard applicants who have taken or say 
they are contemplating taking less than 
ten flights a year as standard risks, with 
no increase in rate. For from 10 to 50 
flights a fixed additional charge is im- 
posed, with a minimum of from 2.50 
to $5 and a maximum of $15 to $25, and 
with considerable variation in the num- 
ber of intermediate subdivisions. With 
all companies the applicant who expects 
to take 50 flights or more is regarded 
as a special problem and rated accord- 
ing to the individual circumstances. 

The real problem encountered in this 
connection was brought out by George 
B. Pattison of the Peoria Life, who said 
that so long as the minimum is set at 
10 flights, every applicant who is doing 
any flying at all will say that he con- 
templates only nine flights a year. He 
held that asking such questions of an 
applicant was very much like it would 
have been 25 years ago to ask a man 
how many trips he contemplated taking 
in an automobile. He suggested that 
the risks which these rules seek to cover 
could be divided into three groups: (1) 
Men why fly only occasionally; (2) 
those who on account of the nature of 
their business find it necessary to make 
quite frequent air trips, and (3) those 
who use the airplane because they like 
to fly. Any man who takes more than 
50 flights a year he put in the latter 
class. As to the other two, it is hard 
to draw a dividing line on the basis of 
the number of flights. He said that the 
hazard unquestionably exists, whether 
the companies have information regard- 
ing it or not, and that satisfactory in- 
formation is hard to get. 


Flying Conditions Overlooked 


It was also suggested that a uniform 
schedule of rates which fails to take 
into consideration the territory where 
flying is to be done fails to furnish a 
proper measure of the hazard. There 
is very little danger while the client is 
in the air and most of the accidents 
occur in taking off or landing. It was 
pointed out that in the central west the 
hazard in that respect is much less, as 
the whole territory is dotted with 
ports and the country is generally level, 
so that a pilot having trouble with his 
plane would have little difficulty in find- 
ing a place to land, while if he were 
flying over the Alleghenies he would be 
simply out of luck if anything went 
wrong with his plane. 

Specific schedules were presented for 
several companies, including the Metro- 
politan Life, which limits its liability 
to the reserve on the policy for those 
subject to aviation hazards, except for 
fare-paying passengers on regularly es- 
tablished routes. It was brought out 
that the Travelers has adopted no regu- 
lar schedule and is rather liberal in its 
policy as regards aviation risks. 


South Carolina Opinion 
on the Disability Clause 


The South Carolina supreme court in 
construing a total and permanent dis- 
ability clause in a life policy which pro- 
vided that “on receipt of due proof of 
disability the company will pay the face 
value of the policy in 10 equal annual 
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| | Sounds Warning 














LITTLE 


JAMES F. 


James F. Little of the Prudential, 
president of the American Institute of 
Actuaries, in his address at its fall meet- 
ing pointed out the danger from fraudu- 
lent claims under recent court interpre- 
tations of the incontestable clause. 








Third Anniversary Now On 


Bankers National Life Started Nov. 4, 
1927, and Has Made Great Progress 
Since Then 











The Bankers National Life of New 
Jersey celebrates its third anniversary 
this week, having issued its first policy 
Nov. 4, 1927. Today its total in forc« 
is more than $58,000,000. 

The first company of the chain, of the 
same name, was organized in Denver 
August, 1922, and the second company 
in Florida in October, 1925. At the clos¢ 
of 1929 both these companies were ab 
sorbed through reinsurance by the New 
Jersey company. The single organiza 
tion operated under the direction 
Ralph R. Lounsbury, president, who was 
the founder of the original two com 
panies of the same name. 

The company’s growth is attributed to 
the sound basis of its policies and pt 
gressive and modern ideas. It operates 
in 33 states and the District of Columbia 

The company has always endeavored 
to hold to this progressive spirit, bo 
in dealings with agents and soiheieatl- 
ers, which has resulted in the coopera- 
tion and loyalty of its representatives 
and an appreciation of policyholders ol 
such features as its “Borrowers’ Protec- 
tion” department, which provides com- 
plete protection through financial insti- 
tutions dealing with borrowers and 
creditors. 








the first of which is to be 
upon receipt of due 
proof of any such disability or in- 
capacity,” holds by filing a_ claim 
more than two years after disability oc- 
curred, the insured was not entitled to 
the accumulated installments and in- 
terest from date of disability. 

The case was Parker vs. Jefferson 
Standard Life. The company contended 
that the first installment of the gene ts 
was only to be paid immediately upon 
receipt of due proof, although admitting 
that the evidence showed a total and 
permanent disability for a three-year 
period within the contemplation of the 
provisions and conditions of the policy. 
The company also contended that the 
insured was not entitled to the refun id 
of any premiums paid prior to the re- 
ceipt of proof of disability. The su- 
preme court stated there was no doubt 
or ambiguity in the clause. 


installments, 
paid immediately 
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Fort Wayne Sold, 
Mrs. Brown Plans 
to Sell Chicago 








\Without resorting to statistics, it is 
robably safe to say that as large a 
proportion of women in Fort Wayne, 
Ind.. are insured and for as _ large 
amounts as in any city in the country. 


The reason largely is Mrs. Zura Zeig- 
ler Brown, leading woman producer for 
Lincoln National Life, and of 


the one 
fourteen women holding the C. L. U. 
designation. 


So thoroughly had Mrs. Brown can- 
vassed the women of Fort Wayne and 
sold them since 1925, when she closed 
her first case, that recently she looked 
about for new fields to conquer. She 
is now in Chicago connected with the 
E. J. Brandt agency of the Lincoln 
National. 

Although Mrs. Brown’s business at- 
tained a volume of between $300,000 and 
$400,000 in Fort W ayne, she is a cau- 
tious underwriter. It is her boast that 
there has never been a death or dis- 
ability claim among any of her policy- 


holders. Furthermore, her lapse ratio 
is splendid. Two years it was zero. 
Never has it exceeded 5 percent. 
Her Policies Stick 

\nother significant feature of Mrs. 
Brown’s business is that never has one 
of her contracts sold to women been 
surrendered because of marriage. 

Mrs. Brown entered life insurance 


well prepared to sympathize with the 
problems of working women and to 
gain their confidence. She was at one 
time director of women’s activities for 
a large knitting mill, in that capacity 
supervising a lunch room, arranging 
athletics, and performing dozens of tasks 
which gave her a quick insight into the 
lives of women wage earners. 

Mrs. Brown has made capital of that 
experience. The key to her sales pres- 
entation is impressing upon the women 
prospects the simple fact that this is a 
cruel world for those who can’t pay 
their way. Inasmuch as Mrs. Brown 
concentrates on women prospects over 
of age, this fact is likely to 
mean reality or to suggest reality to the 
prospect, whereas among younger wom- 
en it might be considered only an ab- 


30 years 


stract moral warning. Conservative 
women, who have learned the lesson of 
thrift or the value of it, although per- 


laps not having started to practice it, 
are the ideal prospects. 


Bankers’ Capital Increased 


The Bankers Life of Nebraska has 
ncreased its capital stock from $100,000 
to $500,000. Fresident H. S. Wilson 
Says that the directors have no special 
developments planned, and that this 


action was taken out of a desire to meet 
the criticism now and then heard that 
the capital structure of the company did 
not bear a proper relation to the size 
of the company, in reserves and business 
in force. The increased capitalization 


will also enable the company to enter 


several states where capital requirements 
are emphasized in the law relating to 
admission. 


Seek Repayment 


of Policy Loans| 


(CONTINUED FROM PAGE 4) 


where the interest on policy loans is not 
paid when due, pointing out how rapidly 
the unpaid interest accumulates. For 
the four months of 1930 that these let- 


ters have been used, 43 percent of the 
inter est due has been paid in cash. For 
the corresponding period of 1929 the 
percentage was 46, but Mr. Brunquell 
expressed the belief that in view of 
existing business conditions the percent- 


age would have been still lower this year 
tt these letters had not been sent out. 
Various speakers pointed out the neces- 
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sity for making letters or notices to 
policyholders along this line strictly im- 
personal in character, pointing out that 
personal appeals for repayment are 
likely to be resented, as the policyholder 
feels he is entirely within his rights in 
securing such a loan. The Northwestern 
Mutual at one time used a booklet en- 
titled “Do Not Borrow from Your 
Heirs,” but without much success. 

The Equitable Life of Iowa handles 
the matter entirely through its branch 
offices, believing that a personal contact 
is much more efficacious. It also refers 
to its agents all requests for loans, so 
that they are fully conversant with the 
circumstances. A schedule of the meth- 
ods of repayment is included in the 
agents’ manual. The company urges 
payments of $25, but will accept smaller 
amounts. 

The question as to the advisability of 
rewriting policies which are _ he avily 


INSURANCE 


burdened with loans was also discussed | 


at some length. The general opinion | 
seemed to be that such procedure is 
often advisable where a change can be 


made to a lower priced form, thus leav- 
ing part of the reserve for application on 
the loan. In the case of ordinary life 
policies that procedure is not encour- 
aged, although one actuary 

may sometimes be necessary 
over to term insurance in extreme 


to chane 
cases. 


said that it | 


' 


EDITION 


Bank Withd raws 


from Insurance | 


(CONTINUED FROM PAGE 4) 

For several years expansion of this great 
banking group into insurance was a 
very real threat to American organized 
agents because of the hundreds of 
branches, large personnel and strong in- 
fluence which could be exerted in swing- 
ing insurance lines. For a time it was 
feared this might be the fore-runner of 
a chain system of writing and selling in- 
surance of all kinds. 


Good Mortality on Large 
Risks Gained by Selection 
(CONTINUED FROM PAGE 5) 

proved for $100,000 or more, 


Men (select) table, has been: 

From date of approval to policy an- 
niversary in 1916—1,305 lives, average 
age 43, average duration 6.7 years, 75 
deaths, mortality 75.8 percent. 

From date of approval to policy an- 
niversary in 1919—1,305 lives, average 
age 43, average duration 9.4 years, 123 
death, mortality 83.3 percent. 


From date of approval to policy an- 
niversary in 1923—3,169 lives, average 


American 


1] 


age 42.6, average duration 6.9 years, 214 
| deaths, mortality 78.4 percent 

| From date of approval to policy an- 
| niversary in 1927—4,928 lives, average 
age 42.4 years duration 7.3 
years, 363 deaths, 78.3 percent 

Number of lives 1,978) previ 
ously insured deaths, mor 
tality 76.7 percent. 

Number of lives (out of 
previously insured 1, 
deaths, mortality 84.5 percent 

Number of lives (out of 
proved for $200,000—603 lives, 
duration 2.1 years, 4 deaths, 
52.6 percent. 

Dr. Fisher entered the 
Northwestern Mutual in 1885 and has 
now completed 45 years of unintet 
rupted with the company. 


average 
mortality 
(out ot 
3.665, 280 
not 
83 


1,978) 
313s lives, 
1,978) ap 

average 
mortality 


service of the 


service 


Larger Capital for Bankers Reserve 


The Bankers Reserve Life of Omaha 
has increased its capital from $100,000 
to $500,000. None of this stock will be 
offered to the public. 


Geddes Heads Toronto Actuaries 


G. W. Geddes, Ontario Equitable Life 
& Accident actuary, has been elected 
president of the Toronto Actuaries Club 


Chartered Life t adorwetter books sold 


iby The National Underwriter. 











actual field work; 


Concurrently, 


promptly. 


Family 
Life Expec 
Juvenile 


terest; 


financial stability. 





A short course of instruction offered by 
of ability and integrity assures early and profitable success in the field. 

The course answers in logical order the questions that naturally arise in 
such as “Where shall I start?” 
“How shall I go about it?” 
the course offers a thoroughgoing introduction to the 
customs and procedures of the Company, 
its routine for handling all matters of interest to the fieldman accurately and 


The Franklin issues a full line 
and Term Policies, including: 
Income 
tancy 


Income and Premium Waiver 
Non- Medical; 
Good territories and good terms are open to steady workers desiring to 


WE WILL HELP YOU 
TO HELP YOURSELF 


The Franklin to men and women 


of Ordinary, 


Annuity 
Term ° 


Graded Premium 


Disabilities; Double 


Sub-Standard. 


represent a legal reserve company with a forty-six year record 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


“What shall I do next?” 


its policies and their benefits, 


Limited Pay, 


and Pension 


Indemnity ; 


and 


Endowment, 


Corporati on 


Excess In- 


sound 
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Openings in the following states: 


Alabama Georgia 

Florida Michigan 

Ohio Tennessee 

District of West Virginia 
Columbia 


CAREER MEN 


Life insurance needs men who desire 
to make a career of the life insurance 
business. Such men will find unusual 
opportunity in the agency contracts 
offered by this rapidly growing com- 
pany. We will gladly furnish details 
of our program and its thorough pe- 
riod of training and development to 
anyone interested in the business of 
life insurance or life agency manage- 
ment. Write direct to President I. A. 
Morrissett for complete information. 


THE GEM CITY LIFE 


The Rapidly Growing Company 














Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who frém time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 
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|su icide Cases 
Not Alarming 


(CONTINUED FROM PAGE 3) 


company, and there is a very good 
chance that the assured might give up 
his -life and get nothing for his estate. 
While many undoubtedly “phony” 
claims are paid, the prospective suicide 
must realize that his may be the case 
which is exposed. 

Loading up with a view to suicide, 
either soon through an “accident” or 
after waiting for the contestable period 
to expire, can hardly seem a practical 
solution to those who need money and 
don’t consider stealing as such so long 
as the loss is spread over a large enough 
number of persons. 

Some Cash in Later 


Those who take insurance in good 
faith and later on suddenly realize that 
the only way to satisfy what they be- 
lieve to be their obligations is to cash 
in on their policies are entirely within 
their rights, legal and moral, in doing 
away with themselves. 

If the contestable period has passed, 
the company can only pay the claim 
and figure that it all averages up in time. 
The policyholder has no more obliga- 
tion to think about fellow policyholders 
if he feels like shooting himself than he 
has if he is inclined to go out without 
his rubbers on a rainy day and risk 
pneumonia. 


Forced to Wall With Obligations 


While there have been many suicides 
who have deliberately loaded up and left 
this world with the hope that their de- 
mise would look sufficiently accidental, 
and some who had the fixed purpose to 
wait until the contestable period was 
up, yet the most logical candidate to 
cause an insurance company a_ heavy 
loss is the one who unexpectedly finds 
himself with obligations that can only 
be fulfilled by cashing in on the large 


amount of insurance he happens to 
have. 
This calls for a combination of fac- 


tors which is sufficiently rare to explain 
why there has been comparatively little 
trouble from this source. There must 
be a large amount of insurance, in force 
long enough to be incontestable; an ur- 
gent need of so large a sum; a policy- 
holder of such a temperament as to con- 
sider his life less important than his 
obligations and of sufficient fortitude to 
take the step after making the decision. 


PHILADELPHIA INCREASE 


PHILADELPHIA, Nov. 6.—Suicides 
of large policyholders have shown a 
steady increase for 1930, according to 
officials of local companies. Just how 
great that increase is is still a matter of 
conjecture. One company reports that 
its suicide claims for the first nine 
months are some 400 percent above 
those for the entire year of 1929. 

Still another company asserts that 
while the number of jumbo risk suicides 
have been abnormal, and are on the in- 
crease, it is very doubtful whether they 
will greatly affect the mortality for the 
year, 

However, one of the largest New 
York companies, called on the telephone, 
declares that there has been a tremen- 
dous increase in the number of suicides 
of risks carrying $500,000 or more in- 
surance. 


Use of Business Insurance 


Some of the Philadelphia companies 
refused to make any definite statements, 
beyond saying that there was a deplor- 
able tendency on the part of large 
policyholders toward suicide, until they 
have secured definite actuarial figures 
on the situation. 

All of the company officials deplored 
the present trend towards the use of 
business insurance to pay off debts by 
means of suicide, declaring that when 
the idea of business insurance was first 
broached, the idea that it would become 
a legal instrument through suicide to 
pay debts was never even considered as 





a possibility. The main thought back 
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of business insurance, they said, was 
for the purpose of preventing t 
business firms through sudden liquda- 
tion caused by death of partners w! 
widows or heirs would demand that the 
deceased partner’s interests in the fir: 
be paid over to them. 


loss 


Effect of Big Policies 


Whether the tendency toward suicide 
will mean a more stringent attitude 
the part of the companies in the acc 
tance of jumbo risks is still uncertai 
this time. However, should the c 
panies be more strict in accepting large 
applications, it is believed that such 
tion will be only temporary until th 
present market and business conditions 
improve. 


End of Volume 
Craze Is Seen 


(CONTINUED FROM PAGE 3) 


he said that lapses 
with discrimination. There are good 
lapses as well as bad lapses. One of 
the capital services of life insurance 
to serve the family in an emerge: 
during the life time of the policyholder 
as well as to serve the family after the 
death of the policyholder. For that rea- 
son business which is lapsed to meet a 
legitimate emergency should not be con- 
demned. 

A multitude of other lapses, however, 
are not so justified. Business that has 
not been properly sold or that is over 
sold produces lapsation and this should 
not be countenanced. It is unfair 
the other policyhoklers and it defeats 
the purpose of life insurance. 

To accomplish the goal which 
Parkinson conceives, agency operations 
and personnel must be revised. Systems 
must be developed for analyzing the 
production and value of new men; 
discriminate acquisition of salesmen in 
the hope of pyramiding volume, whether 
the volume is seasoned or not, must 
cease. Producers, who are featured at 
agency conventions and throughout the 
land because of the great volume 
their production, must submit to the 
test of conservation, and if they fail t 
measure up to high conservation stand- 
ards, must be disenthroned. 


should be judyed 


Mr. 


U. S. Treasury Department 
Sends Out Letter on Tax 


(CONTINUED FROM PAGE 3) 


March 21, 1930, and subsequent corre- 
spondence addressed to the office of the 
general counsel, bureau of internal reve- 
nue, as well as the hearing had before 
that office relative to the taxability oi 
the proceeds of policies of life insurance 
under the federal estate and income tax 
laws. The facts material to the consid- 
eration of the questions presented are 
as follows: 

“During recent months there has 
a marked increase in the activity of a 
certain group of life insurance agents 
who are attempting to place policies of 
insurance under a plan whereby c« 
plete exemption from federal estate tax 
and federal income tax may be secured 

“The plan is briefly as follows: } 


be en 


aif. 
A now carries a large amount of insur- 
ance on his own life for which he ap- 
plied and for which he has paid all 
premiums to date. He is advised to sur- 
render all of this insurance and to have 
Mrs. A, the beneficiary, apply for and 
purchase an “absolute owner” policy on 
his life, all premiums to be paid by her. 
What Contentions Were 


“It is contended that in the event of 
the death of Mr. A, all over $40,000 ot 
the proceeds from the present insurance 
will be subject to federal estate tax, and 
that there is no method of legally ol 
taining exemption of all the proceeds 
from this tax except by means of an 
absolute assignment ‘for value received. 

“Furthermore, it is contended that i 
such an assignment is made, the excess 
of the proceeds over such valuable con- 
sideration and subsequent premiums 
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Under the 


Square 
Deal 


Agency Contract 


as issued by 





Insurance Company 


You will have 


—Vested and 
non-forfeitable 
renewals 


—Unrestricted 
territory 


—Power of appoint- 
ment to build 
your own agency 


—Direct Home Office 
connection 


FOR DETAILS —simply fill 
out the coupon if you live in 
Wisconsin — Minnesota — 
Iowa—Ohio. 


National Guardian Life Ins. Co. 
MADISON, WIS. 


Gentlemen: 
Please send me details regarding 
your Square deal agency contract. 





paid by the transferee will be subject to 
federal income tax. It is claimed, how- 
ever, that by the use of the ‘absolute 
owner’ policy, no federal estate or in- 
come tax will be payable at the death of 
Mr. A, thus effecting a considerable tax 
saving. 
Exempt from Both Taxes 

“Under the existing estate tax reg- 
ulations (i. e., article 27, Regulations 
70, 1929 edition, as amended by T. D. 
4296, promulgated Aug. 6, 1930) where 
the decedent does not retain until his 
death any of the legal incidents of own- 
ership in policies of insurance, taken out 
by himself, the proceeds of such poli- 
cies are not required to be included in 
the gross estate of the decedent under 
the insurance provisions of the estate 
tax law. Furthermore, the proceeds of 
insurance paid by reason of the death 
of the insured are wholly exempt from 
income tax under the existing income 
tax law, except that: 

“*In the case of a transfer for a val- 
uable consideration, by assignment or 
otherwise, of a life insurance, endow- 
ment, or annuity contract, or any in- 
terest therein, only the actual value of 
such consideration and the amount of 
the premiums shall be exempt from tax- 
ation. ‘ 


No Benefit from Rewriting 


“It may be stated, therefore, (1) that 
where the insured under a life insur- 
ance policy taken out by himself abso- 
lutely and irrevocably disposes of all 
the legal incidents of ownership therein 
other than by a testamentary disposi- 
tion, the proceeds of such policy are 
not taxable as part of his gross estate 
under the provisions of the estate tax 
law, and (2) that where such disposi 
tion does not take the form of a transfer 
for a valuable consideration, the entire 
proceeds of the policy paid by reason of 
the death of the insured are exempt 
from taxation under the income tax law. 
Manifestly then no substantial benefit 
from the point of view of tax is to be 
obtained by the surrender of existing 
life insurance policies in favor of so- 
called ‘absolute owner’ policies.” 


HAEDRICH CASE APPEALED 

NEW YORK, Nov. 6.—The state tax 
commission of New York has appealed 
to the court of appeals the decision in 
the case of the estate of Adolph 
Haedrich, in which the appellate divi- 
sion held that the policies in an insur- 
ance trust created by Haedrich were not 
taxable. 


Robbins Reviews Old Age 


Retirement, Pension Plans 


Some general comment on old-age re- 
tirement and pension plans was made 
by R. B. Robbins of the Union Labor 
Life in connection with his paper pre- 
sented before the fall meeting of the 
American Institute of Actuaries in 


Springfield, Ill., last week in which he | 
reviewed the operations of the United 


States civil service retirement and dis- 
ability fund. He criticised especially the 
requirement that employes who leave 


the service must take their pensions ac- 
cumulations in cash, and the deduction 
of $1 per month from the contributions 
of each employe. 

In view of the general interest in the 
problem of caring for the needy aged, 
Mr. Robbins suggested that there should 
be an effort to adjust existing retire- 
ment plans so as to be helpful in solv- 
ing the general old age problem. To 
this end he would make amounts to the 
credit of individual employes non-for- 
feitable and non-withdrawable. He 
pointed out that under present con- 
ditions in this country it is normal 
for a man to change employment a 
number of times during his working 
years, and that there are many more em- 
ployes who discontinue any particular 
employment than there are who con- 
tinue with it until the retirement age. 
The problem of caring for the needs of 
this class is one which he regards as 
needing particular study. 
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New Home Office Building 


A Complete Life 
Insurance Service 
for a Modern Age 


cR> 


We Offer 


—Policies all ages, 1 day to 70 years. 
—Both Participating and Non-Participating. 


—Non-Medical—Sub-standard. 


—Disability, Dismemberment and Surgical Benefits. 


—Special Monthly Premium Payment Plan. 


—Double Indemnity. 


—Children’s Policies with Beneficiary Insurance. 
—NEW FAMILY INCOME PROTECTION 


POLICY. 


—Sales Planning and Circularizing Department. 


—Producers’ Club. 


Available territory in seventeen 
~g states West of the Mississippi Be 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


C907 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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Getting Actual, Net Results 


AT THE meeting of the ASSOCIATION OF 
Lire AGeNcy OFFICERS one point was 
stressed which is particularly applicable at 
this time, it being the necessity to study 
methods of conserving business. We made 
much over the first hundred billion of life 
insurance. That was a remarkable achieve- 
ment and was a tribute to the rate book 
men of the country. 

However, volume in itself is not a true 
measure of progress as Vice-President 
FRANK L. Jones of the Equitaste Lire of 
New York pointed out. Net results are 
after all what count. In other words a 
company or an agency should study its 
record from year to year to see how far it 
gone the way of actual progress 
over the year before. This does not mean 
that new business paid for is the criterion 
but rather the gain in insurance in force. 
The mobilization of statistics has certainly 
shown that the lapse factor plays an im- 
portant part in the profit of an agency. It 
money to get a policy on the 
is a distinct loss when it 
begins to lapse. Much of the business that 
is written had better never have been 
produced so far as the question of profit 
is concerned. 

Vice-President SHEPARD of the LINCOLN 


has in 


real 
There 


costs 


books. 


NATIONAL Lire stated that in one of its 
leading agencies the company — recently 
ordered five contracts canceled, these in- 


volving the leading producers, men who 
had been featured at agency conventions 
for their records. Yet an analysis showed 
that these men were being maintained at 
a loss to the company and the agency be- 
cause their business suffered an abnormally 


high lapse ratio, making it unprofitable. 

It is not a broad swipe at lapses that is 
needed. It is an intelligent survey of the 
lapse situation with the thought in mind of 
cutting off lapses that are preventable. 
There are what might be termed “natural 
lapses” and “evil lapses.” The natural 
lapses are due to justifiable causes where 
the life insurance money is needed while 
the policyholder is still alive to meet some 
major contingency. The lapses that need 
to be dealt with are those that are caused 
by high pressure, rebating, unwise selling, 
over-selling, not fitting the policy to meet 
particular needs and the great greed for 
volume, which after all may be the cause 
of most of the so-called “evil lapses.” 

The speakers before the ASSOCIATION OF 
Lire Acency OFFIcers made it clear that 
an agent or an agency should have it 
clearly pointed out that business that lapses 
unnaturally is written at a loss. It is not 
desirable under any consideration. After 
all probably the source of the lapses can 
be directly traced to the time of the sale. 
If a person is satisfied with his policy and 
he realizes that it was taken for some spe- 
cific, concrete need, the hazard of lapse is 
cut down to a minimum. 

Some of the companies in their program 
for the next five years are evidently map- 
ping out a course that puts conservation 
and the reduction of lapses to the very full 
front. Honor rolls in case of a number of 
companies will hereafter not be the big 


production people but those who have made 


progress by increasing their insurance in 


Keeping Ahead of the Crowd 


We often hear someone say that it is 
necessary to keep up with the crowd. In 
a number of cases this may mean that 
a man never tries to get ahead of the 
crowd. If he adopts a dog trot and 
keeps alongside of the great majority 
he will always be in the throng. If he 


force and are able to show, therefore, net 
results. 
spurts ahead, draws on his reserve 


powers and gets beyond the crowd he 
will be noticed and will arrive before 
the crowd. Someone said the other 
day that keeping up with the crowd is 
too often keeping down with the crowd. | 
There is a lot of truth in that statement. 
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| PERSONAL SIDE OF BUSINESS 











W. M. Houze, Chicago general agent 
of the John Hancock Mutual Life, who 
went to that city six years ago from 
Albany, N. Y., where he was general 
agent, and started his office from scratch 
with no acquaintances, no agents, no 
equipment, gave a dinner last week at 
which a large number of his own pro- 
ducers and brokers were present to- 
gether with some visiting general agents 
of the John Hancock Mutual from other 
cities, some Chicago general agents of 
other companies and home office of- 
ficials. All were impressed with the 
fact that a large organization had been 
built by Mr. Houze and that the John 
Hancock's ordinary department was put 
on the map in Chicago in a big way. 

Mr. Houze presided at the dinner, the 
speakers being C. A. Macauley of De- 
troit, state agent John Hancock Mutual 
in Michigan; T. W. Callihan, head of 
the educational department at the home 
office; Vice-President H. Brock; 
Vice-President Irving Bullard, Central 
Trust Company of Chicago, who was 
formerly a Boston banker; S. T. What- 
ley, Chicago, manager Aetna Life, and 
President Crocker of the John Han- 
cock. There were also present from 
the home office Assistant Superintendent 
of Agencies J. W. Messenger and 
Charles Glueck, head of the home office 
group department. The John Hancock 
officials while in the city had a meeting 
of the industrial forces. 

There were in addition to General 
Agent Macauley of Detroit present at 
the banquet General Agents Wisch- 
“eg of Cleveland; Hoyer, Columbus, 
O.; Lynch of Minneapolis; Haskins, Des 
oe and Dan Flickinger, Indian- 
apolis. 


A. W. Fulton, the well known attor- 
ney at 22 West Randolph street, Chi- 
cago, whe has made a profound study 
of life insurance law has published a new 
book entitled, “False Representations in 
Life Insurance Contracts.” This has 
been prepared especially for the use of 
general counsel of life companies. The 
book is published both leather and paper 
bound so that companies can send copy 
to local attorneys. The price of the 
leather bound is $1 and the paper bound 
50 cents. 

A young man came out of the west, 
told a joke and was elected a member 
of the executive committee of the As- 
sociation of Life Agency Officers. The 
young man is W. Cadigan, vice- 
president of the New World Life. He 
was called upon at the meeting of the 
life agency officers in Chicago to de- 
liver a testimonial in behalf of the Life 
Insurance Sales Research Bureau. In 
doing so he told a fictitious but pointed 
experience in competing with another 
company for the services of an agent. 
The other company, he said, offered to 
the prospective agent a blond cashier, 
a red-headed stenographer and an auto- 
mobile. “We offered him,” Mr. Cadi- 
gan declared, “all of those things and 
free gas besides. We got the agent and 
learned that the business for which you 
pay the highest price is the poorest busi- 
ness.” This salty anecdote, demonstrat- 
ing Mr. Cadigan’s vigorous conception 
of a problem of the business, earned him 
a place on the executive committee. 


Stephen Ireland, vice-president and 
superintendent of agencies of the State 
Mutual of Worcester, is on a trip in- 
specting all the west coast agencies. He 
was in Seattle Saturday and this week 
is touring the southern Pacific states. 


A. L. Abrams of the George R. Stiles 
agency of the Mutual Benefit Life, San 
Francisco, has had remarkable success 
since his start with the company in 1924. 
Since that year he has stood at the top 
of the company’s producers west of Chi- 
| CARO, and this year passed the million 
| dollar mark for production in less than 
months. Mr. Abrams at present 





stands seventh among the producers oj 
the Mutual Benefit Life for 1930. 


Willard I. Hamilton, vice-presiden 
and Edward D. Duffield, president ( 
the Prudential, are among the member: 
of the advisory committee on unemploy. 
ment, which has just been appointe:! by 
Col. Charles R. Blunt, commissioner 
labor of New Jersey. 


O. J. Arnold, president Northwest 
National Life, was the guest of hono 
at a dinner given on his birthday and 
to mark the completion of five years 
as president of the company. It was 
given by the senior officers and the 
White & Odell agency, state agents iy 
Minnesota. It was a duck dinner 
George Holmberg, treasurer, who had 
just returned from a hunting trip with 
a bag overflowing with game, providing 
the ducks. 

Dr. Henry W. Cook, vice-president 
and medical director, on behalf of those 
present, presented Mr. Arnold with a 
fine cowhide zipper brief case and a 
Heddon cantilever fishing tackle box 
supplied with a complete assortment of 
lures, and a Bristol steel fishing rod for 
lake trout and deep sea fishing, with a 
special copper wire line long enough to 
reach the bottom of the deepest hole 
in Basswood Lake, up on the Canadian 
border, where Mr. Arnold spends a large 
part of his vacation time. 


E. E. Rhodes, vice-president of the 
Mutual Benefit Life, has been elected 
president of the Social Service Bureau 
of Newark. Mr. Rhodes has been identi- 
fied with welfare work in Newark for 
more than 20 years. 


President Henry Moir of the United 
States Life presided at the annual meet- 
ing of the Insurance Institute of Amer- 
ica, of which he is president, then left 
for Springfield, Ill., where he attended 
the American Institute of Actuaries. Mr. 
Moir will visit Chicago, Louisville, Cin- 
cinnati and other middle western cities 
before returning to New York. The 
United States Life is having a very good 
experience with mortality this year and 
it will very likely show a fair increase 
in insurance in force. 


Charles W. Y. Loucks, assistant man- 
ager of the Travelers at Chicago, in 
charge of the branch at Michigan av- 
enue and Ohio street, who was danger- 
ously injured some six months ago in 
an automobile accident in that city and 
who for a long time has had a hard 
struggle back to health, is now reported 
convalescing rapidly. It is expected 
that he will be able to take charge oi 
his office within a short time. 


Francis J. Bohl, publicity manager of 
the Peoria Life, who was injured in an 
automobile accident, has been confined 
in a Joliet, Ill., hospital with a fractured 
skull. Vice-President Walter E. May 
was with him when the accident oc- 
curred and was slightly injured. 


Julian Price, president of the Jefferson 
Standard Life, has returned to his office 
after a five w eeks’ absence in Baltimore 
and New York recuperating from a ma- 
jor operation. He has almost completely 
recovered. : 

Mr. Price found his office a bower o! 
roses, with each bouquet on a big arch 
representing a general agency and each 
rose $1,000 of new business written the 
week of Oct. 26-Nov. 1, in a “welcome 
home” campaign. A total of over $2,- 
500,000 was secured. 

S. B. Pope, 60 years old, an agent of 
the Phoenix Mutual in Chicago ever 
since 1916 and a substantial producer 
with some $3,000,000 on the books, suf- 
fered a tragic death in a fall from the 
elevated railroad structure in Evanston. 
He had mounted to the elevated station, 
evidently mistaking it for the North 
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Shore line, and apparently had at- 
tempted to cross the tracks. A train 
was coming and he stepped to a con- 
abutment, losing his balance and 
falling to the street. Mr. Pope was 
hi ighly respected in the Phoenix Mutual, 
having established a record of more than 
300 weeks’ consecutive production. He 
was treasurer of the Glencoe Methodist 
church and-a Shriner. 


crete 






J. S. Williams, former supervisor for 
the State Mutual in Cleveland, has taken 
up his new position as home office rep- 
resentative for the Oregon Mutual Life 
at Portland, Ore. Mr. Williams was 
manager of the Life Underwriters Asso- 
ciation of Cleveland for two years. 


The Shepherd family held a family re- 
union at the American Institute of 
\ctuaries meeting at Springfield, III. 
last week. The brothers attending the 
meeting were Bruce Shepherd, actuary 
of the New Jersey department; Pierce 
Shepherd, assistant actuary of the North 





American Reassurance, and C. O. Shep- 
second vice-president and actuary 


nerd, 
of the Missouri State Life. 


Jerome Clark, agency superintendent 
of the Union Central of Cincinnati, was 
in Chicago the latter part of last week 
on an inspection tour and supervising 
the removal of the Chicago agency from 
the Bankers building to space occupying 
an entire floor in the 1 La Salle street 
building. 


Superintendent George V. Kohn of 


the Chicago 15 district of the Prudential 
is not only leading the division but the 
entire company in the ordinary depart- 
ment. He started with the Prudential 
March 11, 1912, when he took an agency 
in Chicago No. 1. A year later he was 
made assistant superintendent and trans- 
ferred to Chicago No. 9. Then he be- 
came superintendent of Chicago 15 at 
the end of 1926. 

office officials of the 


Three home 








Home Life of New York were in Chi- 
cago last week, H. W. Manning, super- 
intendent of agents; G. E. Woodford, 
assistant medical director, and Leigh 
Cruess, assistant secretary. 





J. J. Seide, advertising manager of the 
Security Mutual Life of Binghamton, 
has been appointed vice- president and 
chairman of the program committee of | 
the Binghamton Advertising Club. 

| 


The Union League Club of Chicago | 
is holding its annual turkey swim con- | 
test sponsored by Frederick Bruchholz, | 
New York Life agency director, clear- | 
ing house branch, in Chicago. A 20 
pound turkey donated by Mr. Bruch- | 
holz will be given the winner. 

E, F. Johnston of South Bend, Ind., 
general agent of the Northwestern Mu- 





Life Insurance More 
Firmly Entrenched 


Life insurance as a result of the 
crash is today more firmly en- 
trenched, more highly valued, and 
more tenaciously grasped than 
ever before by the American peo- 
ple. The great life insurance com- 
panies, just as the country’s 
strongest banks, stood like granite 
boulders immovable in the storm 
which was tearing apart certain 
less soundly founded structures. 
Our experiences of the last 12 
months have convinced us that we 
can sail into the wind, as well as 
with the wind.—President W. A. 
Law, Penn Mutual. 








tual Life, died Monday night. 
The Paul Revere Life of Worcester, 
Mass., has been admitted to Kentucky by 


Cc hartered Life Underwriter books sold 
The National Underwriter. 
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ANNOUNCING 


as another economic factor of society. 
different forms of annuities become generally recognized as a popular in- 
vestment among people who desire a guaranteed income for life. 


Issued on Men and Women ages 15 to 64 
—Retirement ages 45 to 75 without ex- 
amination unless disability feature is de- 


Death Benefit always equals or exceeds 
annuity premium deposits. 


Income at retirement age automatic and 
guaranteed for 10 years certain and con- 


A New Retirement Annuity 


Pinwies business is fast finding its place 
Not until recent years have the 


The John Hancock’s New Retirement Annuity is already meeting a public de- 
mand among school-teachers, nurses, and business women who desire a definite income 
at a definite age—also among men who have no dependents and those who, having 
provided for their dependents through life insurance, wish to establish a retirement 
income for themselves. 


Some Features about the NEW John Hancock Retirement Annuity 


unless one of two other option 


tinuous, 
methods of settlement are 


Cash Surrender value, and 
after payment of first year’s 


Total and permanent disability 
(Waiver of premiums and monthly 


come. ) 


Income based on either $ 
premium or $10 monthly 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


selected. 
loan provision 
premium. 


feature. 
in- 


100 of annual 
premium. 
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Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. Tie to a 
company that is growing. 


Desirable agency connections available in 
Towa Colorado 
Minnesota Ohio 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 







































GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 
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LIFE AGENCY CHANGES 











DuBcse With Pan-American 


Reliance Life Man Takes Charge of the 
Chicago Agency of New 
Orleans Company 








F. W. DuBose of the Reliance Life 
in Chicago has been appointed Chicago 
manager of the Pan-American Life. Mr. 
DuBose was formerly agency director 
of the Reliance Life in Chicago, taking 
his position in 1925. His health broke 
down and he returned south to recup- 
erate but continued to do personal work 
for the Reliance Life. He has never 
been connected with any other life com- 
pany. He started as an agent for the 
Reliance at Asheville, N. C., and then 
_ organization work in Alabama, 
Georgia and Florida. For eight years 
he was connected with the Goodrich 
Rubber Company. The Pan-American 
Life has not had a manager since Mor- 
ton Jones resigned in Chicago some 
months ago. Ernest Weaver, the cashier, 
has been carrying on his own work and 
acting as head of the office. He be- 
comes assistant manager with Mr. Du- 
Bose. For some time Mr. DuBose has 
been in Chicago, writing personal in- 
surance for the Reliance and has met 
with much success. 


Move 


Several Changes Are Made in Personnel 
of Cook County Department of 
the Travelers 





Assistant Managers 








Several changes have been made in 
the personnel of the Cook county, IIL, 
department of the Travelers and _ its 
branch offices. The branch at Madison 
and Crawford streets, installed in 1926 
and operated until the present under 
E. A. Walker as assistant manager, has 
a new assistant manager, Robert Sears. 
Mr. Walker has been moved into the 
downtown branch in the Insurance Ex- 
change. Mr. Sears thus wins promotion 
from field assistant. 

B. J. Groves, manager of the Cedar 
Rapids, Ia., branch, has been transferred 
to Chicago as assistant manager in 
charge of all new agency organization 
outside of that in general agencies. 

Arthur J. Johnson, former assistant 
manager at Seattle, is temporarily in 
charge of the branch at Michigan avenue 
and Ohio street, Chicago, during the 
convalescence of Assistant Manager 
Charles W. Y. Loucks, who was dan- 
gerously injured in an automobile acci- 
dent some months ago and is not yet 
fully recoverd. 


F. T. Rench, M. R. Clanahan 


The eastern Missouri and southern 
Illinois general agencies of the National 
Life of Vermont thave been consolidated 
under the management of F. T. Rench 
of St. Louis. Mr. Rench has directed 
the St. Louis agency for several years. 
M. R. Clanahan, general agent at E. St. 
Louis since 1903, is retiring to devote 
his time to a general insurance business. 





Paul Stewart 


Paul Stewart has been appointed gen- 
eral agent of the National Life of Ver- 
mont in Minneapolis to fill the vacancy 
caused by the resignation of H. ; 
Murphy. Mr. Murphy has had a long 
career with the National Life and has 
rendered valuable service. Mr. Stewart 
has always lived in the middle west and 
has been notable in insurance organiza- 
tion work. His office is at 302 National 
building. 





W. T. Hurkins, A. B. Rosborough 


La Noue Matta, vice-president Pro- 
tective Life, announced from Jackson- 

















ville, Fla., the appointment of W. T. 











Lucado to Texas Prudential] 





Well Known Oklahoma Life Man |; 
Appointed State Manager of 
Galveston Company 





The Texas Prudential Life of Ga 
ton has been licensed in Oklahoma 
pointing T. J. Lucado of Oklahoma 
as state manager. He is one of the 
cessful general agents in the state. | 
1920 to 1925 he was manager of 
Atlas Life in western Oklahoma 
from that time until connected with the 





T. J. LUCADO 


Texas Prudential he was state “ ger 
of the ordinary department of the Amer- 
ican National. In addition to his in- 
surance work Mr. Lucado has been ac- 
tive in civic affairs. Last year he \ 
president of the state junior chamber of 
commerce. At the present time he is 
national vice-president of the Coo; 
tive Clubs. The Texas Prudential! re- 
cently entered Missouri and with its 
organization in Oklahoma will give it 
three states. It is the company that is 
used by the Blue Goose International, 
the fire insurance social order, to carry 
the insurance of its members. 








Hudgins as manager of the Jacks lle 
branch. Mr. Hudgins for a number ct 
years has been manager for the Jeffer- 
son Standard Life. 
Succeeding Mr. Hudgins in the Jctfer- 
son Standard is A. B. Rosborough, who 
has been actively in the insurance 
business in Jacksonville for some ti 





Capitol Life 


The Capitol Life of Denver has ap- 
pointed a number of new general agents, 
including Horace Wofford, Amarillo 
Tex., J. R. Halbrook, Tulsa, Okla., and 
John R. Mouse, Wichita, Kan. 





L. B. Hedrick 


L. B. Hedrick has been appointed gen- 
eral agent for the Atlantic Life for 
western Washington with headquarters 
at Seattle. He was formerly educational 
director of the United States Veterans 
Bureau at Seattle and entered life insur- 
ance work there in 1922 with the Actna, 
later becoming assistant general agent. 
A year ago he resigned that post to be- 
come supervisor for the Missouri State 
Life in Seattle. 





H. C. Johnson 


V. E. Beamer, Florida manager of the 
Equitable Life, has announced the ap- 
pointment of H. C. Johnson as district 
manager of the Tampa branch. Mr. 
Johnson succeeds the late Henry D. 
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Knig t, who died suddenly during Sep- 
temb . F 
Mr. Johnson has been an underwriter 
in the Jacksonville office for four years 
»nd has meen a half million dollar pro- 
ducer. Prior to joining the Equitable 
he was principal of the Lake City 
schools. He is a graduate of the Uni- 
yers of Florida. 


R. J. Beaman 





iN Beaman has been appointed gen- 
eral ent in Cincinnati for the Colum- 
iia Lite with headquarters in the home 
ofice. Mr ae" was for 15 years 
ead of R. J. Beaman & Co., certified 
ublic accountants. 

H. C. Cross 

H. C. Cross, who for many years rep- 
resented the Prudential in Cleveland, 
has been made Cincinnati manager. Mr. 
Cross was formerly director of the 
Cleveland Life Underwriters Associa- 
tion 

Bragdon & Repass 

J. E. Bragdon and Fred _ Repass, 
Waterloo, Ia., have become partners in | 
the Bragdon-Repass Insurance Agency | 
and will be district agents for the 
Northwestern Mutual Life, with offices 
in the K. of P. building. Mr. Bragdon | 
has been in the life insurance business | 
in Waterloo for many years. For 35 | 


years he has been district agent for the 
Northwestern Mutual. 

Mr. Repass has been a resident of 
Waterloo for six years and has been 
engaged in the life insurance business 
16 years. He was general agent for the 
Connecticut Mutual Life before joining 


the staff of the Northwestern Mutual 


last January. 


Roy A. Lunde 


After eight years in the local agency 
business, Roy A. Lunde of Lunde & 
Buswell, Chicago, is returning to the 
field of life insurance. He will engage 
in personal production for the Sun Life 


of Canada in Chicago. 
Eight years ago Mr. Lunde, who was 
then representing the Aetna Life, 


formed the local agency of Lunde, Wur- 
ster & Hailand, which later became the 


Lunde Company. Five years ago Mr. 
Lunde was joined by H. L. Buswell 
under the title Lunde & Buswell. 
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Barney Lipka, assistant superintendent 


at New York No. 3 for the Prudential, 
was promoted to the superintendency of 
the Pittsburgh No. 1 district 

* * * 

The Chicago South and Woodlawn dis- 
trict offices of the Western & Southern 
Life have been merged into one large 
district, under the superintendency of 
G. H. Hampton. 

* * * 

Cc. D. Hilliard, Findlay, O., has been 
promoted by the Western & Southern 
| Life to superintendent of its Barberton, 
| O., district, succeeding H. W. Walters, 
who has been transferred to the Dayton, 
©., district. 

_ 

The Western & Southern Life has 
created the new position of deputy su- 
perintendent in several of its larger dis- 
tricts and has promoted to that office the 
following: A. J. Workman, Portsmouth, 
O.; H. Widmyer, Akron, O., and Cc. L 
Baird, Piqua, O. 








EASTERN STATES ACTIVITIES 














re Agency Meeting 


Goldsbury & Roberts Forces of the 
Northwestern Mutual Life at Pitts. 
burgh in Convention 


The annual agency meeting of the 
Goldsbury & Roberts general agency of 
the Northwestern Mutual Life at Pitts- 
burgh was held last week. There were 
78 agents present from the entire west- 
ern Pennsylvania district. 

The day session was conducted by 
W. R. Chapman, assistant superinten- 
dent of agencies. A banquet was held 
and talks were made by Royal Golds- 
bury and George Paul Roberts, general 
agents, Frank Schwartz, agency super- 
visor and Mr. Chapman of the home 
othce. There were also several talks by 
members of the agency force. C. D. 
Delphey, Jr., was toastmaster. 

The Goldsbury & Roberts agency is 
enjoying the largest business in its his- 
tory. More business has been paid for 

1930 than in all of 1929. Since the 





partnership of Mr. Goldsbury and Mr. 
Roberts was formed in 1924 the produc- 
tion of the agency has more than 
doubled. 


Pennsylvania Program Ready 


Federation to Hold Mid-year Meeting in 
Philadelphia Nov. 19—Linton 
Heads Round Table 


PHILADELPHIA, Nov. 6—The In- 
surance Federation of Pennsylvania has 
announced the program for its mid-year 
meeting here, Nov. 19. The session will 
open with a luncheon featuring the 
legislative outlook for 1931 and will 
wind up with a banquet. The federa- 
tion’s special committee which has been 
studying the Pennsylvania insurance 
laws is expected to report its suggest- 


ions for revision of the statutes, especi- 
ally those dealing with taxation. W. H. 
Kingsley, vice-president Penn Mutual 


Life and president of the federation, 
will act as chairman at the luncheon and ! 
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ee 
toastmaster at the banquet. At the | 
luncheon James E. Norton, chairman of 


the insurance committee of the Pennsyl- 
vania senate, will speak on “Legislative 
Outlooks for 1931.” At the banquet 
Secretary of Labor Davis will talk. 
During the afternoon round table con- 
ferences will be held. M. A. Linton, 
president of the Provident Mutual Life, 
will head the 
session with 
Mutual Life, 


Frank D. Buser, Fidelity 
acting as secretary. Busi- 
ness insurance, including its relation to 
trust companies, will be discussed by J. 
L. Weatherly, life insurance trust officer 
of the Fidelity-Philadelphia Trust Com- 
pany. The liability assumed under life 
insurance disability and double indem- 
nity contracts will also be discussed, the 
speaker being announced later. 


Business Insurance Trust 
Forum Series Is Under Way 


PHILADELPHIA, Nov. 6.— The 
first of four business insurance trust 
forums, under the cooperating auspices 
of the Corporate Fiduciaries Associa- 


and the 
Underwriters, 
W. Fenninger, 
Fiduciaries Association, 
J. Berlet, representing the life under- 
writers association, spoke briefly. Gilbert 
lr. Stephen vice-president Equitable 


tion 
Life 
Carl 


Philadelphia Association of 
was held last week. 

president Cor- 
and E, 


son, 


life insurance round table | 
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the first nine months amounted to $51,- 
549,269, a 13 percent gain over the cor- 
responding period last year. Sales every 
month this year except August have 
shown a gain over the same months of 
1929. 


Loder Shows Big Increase 


Despite the business depression, low 
stock market and unemployment situa- 
tion, Paul Loder, manager of the Phila- 
delphia agency of the Provident Mutual 
Life, reports that October was the 
greatest month in the history of the 
agency. Paid-for business will be at 
least 40 percent over October, 1928. 


Conducts West Virginia School 


“Business conditions in West Vir- 
ginia are far above the average for the 
country,” said Bert A. Hedges, director 

| of field service for the Business Men's 
Assurance, who conducted a_ special 
school of instruction for a group of its 
West Virginia salesmen at Beckley, 
W. Va 


frust, Wilmington, Del., lectured on 
business trusts. Dr. S. S. Huebner | 
closed the program. 

Future speakers include R. W. Mc- 
Ilvaine, Germantown Trust Company; 
3. Carter Milliken, Provident Mutual 
Life; A. Rushton Allen, Union Central 
Life; J. L. Weatherly, Fidelity-Philadel- 
phia Trust; Robert E. McDougall, 
Provident Trust; Walter A. Craig, State 
Mutual Life; Arthur B. Cheyney, presi- 


| dent Philadelphia association, and Edgar 


!W. Freeman, representing Corporate 
Fiduciaries Association. 
J. E. Crouse Celebrates 
J. E. Crouse, John Hancock Mutual 
Life general agent in Charleston, W. 
Va., recently celebrated his 25th anni- 





versary with that company. Mr. Crouse’s 


office is credited with 120 percent in- 
crease over 1929, and has the second 
highest record of reinstatements after 
lapse. Several other old-timers attended 
the celebration: C. W. Cammack, gen- 
eral agent, Huntington, W. Va., who 
has seen 35 years of service; H. H. 
Stout, Dayton, O., general agent, with 
30 years, and C. "Bell, supervisor, Co- 
lumbus, O., with 44 years to his credit. 


The home office was represented by 
G. A. Adsit of the agency department 
and C. O. Jones, purchasing agent. 


Gain Shown i in Rochester 


Life insurance paid for in the Roch- 


ester, N. Y., district totaled $4,492,030 | 
in September, a 2 percent gain over | 


a oe 1929, reports received from | 
life offices indicate. Fourteen showed 
increases over this period. Paid for sales | 
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Freedy Spoke to Life Group 


Wisconsin Insurance Commissioner Calls 
Attention to Some of the In- 
teresting Problems 
Freedy of 
the life in- 
Insurance 


Insurance Commissioner 
Wisconsin in a talk before 
surance group on Wisconsin 
Day stated that there are some who 
view insurance as an item of expense 
rather than one of protection or invest- 
ment. Yet in many cases life insurance 
is frequently the only means of creat- 
ing an estate. Except for the stabiliz- 
ing effect of insurance in the form of 
establishing credit, Mr. Freedy said the 
country would be in a state of chaos 
commercially, Insurance is interwoven 
in the economic and business life of 
the land. 

Need Real Leaders 


Owing to the financial and business 
depression he said that in certain fields 
of insurance there is a marked falling off 
of business. There was an influx of new 
capital in the fire and casualty field 
which was not really needed. Mr. Freedy 
took the position that the supposed pros- 
perity was artificially created. It will 
require a thorough purging of the in- 
dustrial and financial world before the 
country rests on a solid foundation. He 
said that insurance was never more in 





need of men of vision and leadership, 
endowed with an indomitable spirit than 
at present. Too many agents who have 
training or experience are selling insur- 
ance and do not give the service that 
well qualified agents do. 

Speaking of the legislative season Mr. 
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Freedy said that government ownership 
of various industries as well as state 
monopoly of certain branches of insurance 
will again unquestionably be advocated 
with renewed vigor. He said that in 
the health and accident business the 
limited policy is the greatest curse that 
his office has to deal with. That branch 
of the business alone is responsible for 
more than 50 percent of complaints that 
come to the department, he said. 


Howes Goes With Patterson 





Big Chicago Producer Quits Union Cen- 
tral Associate Managership to 
Join Penn Mutual 





Byron C. Howes, until recently asso- 
ciate manager of the Chicago agency of 
the Union Central Life, has gone with 
Alexander E. Patterson, general agent 
of the Penn Mutual in Chicago, as a 
personal producer and also to act in a 
supervisory capacity. Mr. Howes is one 
of the larger personal producers of that 
city, paying consistently for around $1,- 
000,000 a year. Before going with the 
Union Central earlier this year he for 
some time conducted a large life insur- 
ance brokerage office under the title of 
Byron C. Howes & Associates. 

Mr. Howes started in the business in 
1910 on graduation from Chicago Uni- 
versity, becoming cashier of the Union 
Mutual of Portland, Me., in Chicago. In 
1914 he succeeded Hervey S. Dale as 
manager of that office. Mr. Howes re- 
signed in December, 1919, to take a 
rate book under the late E. A. Ferguson, 
general agent Union Central in Chi- 
cago, a connection which he continued 
except for two years or so in his own 
brokerage office in 1922-24. 

He has been a very active worker in 
the Chicago Association of Life Under- 
writers, its secretary in 1914-15, and 
president in 1928-29. Mr. Howes was 
program chairman of the sales congress 
held Thursday in Chicago sponsored by 
the association. 





Employes of Flint Banks 
Will Not Sell Insurance 





A notable victory has been achieved 
by the Flint (Mich.) Life Managers As- 
sociation in securing the pledge that no 
Ifceense will be issued for selling life 
insurance by any employe of any bank 
or savings and loan association in 
Flint. The committee accomplishing the 
task consisted of Walter C. Mayer, 
Crown Life; Harry M. Cummings, 
Massachusetts Mutual, and Wiley Allen, 
Michigan Life. The arrangement has 
met with almost unanimous indorse- 
ment by general agents, managers and 
bank managers. 





Hintzpeter Agency Club 
in Annual Meet at Chicago 





Upwards of 300 agents, members of 
the staff and guests, attended the fifth 
annual field club convention of the H. C. 
Hintzpeter agency of the Mutual Life 
of New York in Chicago, including the 
all-day sessions and a_ dinner-dance. 
James F. Todd, supervisor of the 
agency, was in charge of the morning 
session and Ralph F. Lipsey, agent, in 
charge in the afternoon. Mr. Hintzpeter 
presided and was toastmaster at the 
dinner, at which the principal speaker 
was E. G. Borton of the La Salle Ex- 
tension University on the subject, “Sell- 
ing by Guess and B’Gosh.” 

T. D. Waiss, supervisor, told “Why 
I Am in the Life Insurance Business” 
at the morning session; Frank A. Mar- 
tin, agent and former president field 
club, spoke on “Value of Life Insur- 
ance,” and Mr. Hintzpeter on “The Com- 
pany.” L. S. Reinhardt gave “Sugges- 
tions” in the afternoon session, and other 
speakers and their subjects were: R. B. 
Mullaney, agent, “First Downs”; S. D. 
Rosen, agent, “Life Insurance Income,” 





and N. H. Weiss, supervisor, “Reflec- 
tions.” The field club officers for 1930- 
1931 are: President, T. D. Waiss; vice- 
presidents, R. F. Lipsey and S. D. 
Rosen, and secretary-treasurer, T. S. 
Shattuc. 





Ryan Agency Campaign Had 
Very Successful Results 





The Robert M. Ryan Michigan state 
agency of the Equitable Life of New 
York conducted a campaign for the first 
ten business days of October in honor 
of President Parkinson. The final re- 
sults totaled 646 completed applications 
for $2,345,441; 84 percent of the appli- 
cations were received with settlements, 
27 percent having cash settlements and 
57 percent having note settlements. 
Only 11 percent of the applications were 
for term policies. 

It was one of the most successful 
campaigns the agency has ever con- 
ducted, all things considered. The lead- 
ers were J. H. Armstrong, Detroit, with 
36% cases for $139,250; G. J. Oakes, 
Kalamazoo, 14 cases for ‘$109,400; T. A. 
Griffin, Jr., Detroit, 74 cases for $162,- 
000; R. W. Harbert, Battle Creek, five 
cases for $150,000, and D. H. Clay, Bat- 
tle Creek, 914 cases for $79,000. 


Common Law Wife Can Collect 


The right of a woman to collect on 
the insurance policy of her common 
law husband was upheld in circuit court 
in Milwaukee. Judge Breidenbach ruled 
that Leona Evans is entitled to get 
$1,000 from the Metropolitan Life on the 
policy of John Evans, who died March 
29. Evans made Leona his beneficiary, 
designating her as “his wife, Leona,” 
Evans’ legal wife, who now lives in 
Georgia, claimed the $1,000 because of 
her husband’ s use of the word wife. 

Counsel for Leona Evans contended 
that “wife” was a descriptive term only 
and that the policy did not certify that 
she was the legal wife. Judge Breiden- 
bach agreed with the counsel that a 
common law wife has an insurable in- 
terest in the estate of her husband. 


Michigan Has 15,000 Life Agents 


Michigan has nearly 15,000 licensed 
life agents, according to a recent enu- 
meration by the licensing division of the 
insurance department. To Oct. 1 licenses 
had been issued to 15,292 representatives 
of life companies, while to the same 
date there had been 731 cancellations. 

Will Consider Ohio Code 

The insurance code committee of the 
Ohio State Bar Association will hold a 
méeting in Columbus Oct. 31-Nov. 1 to 
go over the revised code which has been 
drafted. Phil S. Bradford, Columbus, 
the new president of the bar associa- 
tion, has appointed the following insur- 
ance code committee, there being few 
changes from the old committee: W. E. 
Benoy, Columbus, chairman; Harry 
Bell, Mansfield; Stanley L. Hiett, To- 
ledo; J. Louis Kohl, Cincinnati; William 
J. Meyer, Portsmouth; D. F. Mills, Sid- 
ney; Ian M. Ross, Cleveland; Harry S. 
Wonnell, Hamilton; L. . Wykoff, 
Cleveland; Francis J. Wright, Colum- 
bus; James G. Bachman, Cleveland; B. 
W. Gearhart, Columbus; John Dineen, 
Dayton; George Q. Keeley, Cleveland. 


Offer C. L. U. Course 


Prospectus of the preparatory class 
for the C. L. U. degree was issued this 
week by the Chicago chapter, Chartered 
Life Underwriters, and the Chicago As- 
sociation of Life Underwriters, sponsor. 
The class will be conducted Jan. 8-June 
2, Tuesday and Thursday afternoons 
from 4:30 to 6:30 in room A-318 Insur- 
ance Exchange through the courtesy of 
Manager E. B. Dudley, Chicago branch 
Travelers. 

The topical outline prepared by the 
American College of Life Underwriters 
as a guide for studying for C. L. U. ex- 
aminations will be furnished free to 











those enrolling. Instructors will be 
drawn from the 14 C. L. U. graduates 
in Chicago. Tuition fee is $35 and cost 
of books about $40. Enrollment is 
limited to 30. 


Much Term Business Written 


Chicago offices report that much term 
insurance is being written these days. 
People are protecting themselves but 
being uncertain as to the future are not 
buying high priced insurance. Evidently 
they are trying to play safe. The buy- 
ers are usually men engaged in impor- 
tant enterprises. Therefore this insur- 
ance is being sold by the bigger pro- 
ducers. The salesmen of more moder- 
ate sized policies are finding the course 
rather tough. 





Records Large Increases 


The Cook county department of the 
Travelers has hung up an unusually fine 
record this year, standing about 35 per- 
cent ahead in paid for life business, 32 
percent ahead of the same period ‘last 
year on issued new accident business 
and about 200 percent ahead on paid for 


group. There also has been a substan- 
tial increase in new agency organiza- 
tion. These percentages include figures 


for the five branches and eight general 
agencies. 


C. L. U. Course for Cleveland 


Courses of study in life insurance and 
related subjects, which lead to qualifica- 
tion of Chartered Life Underwriter, will 
begin at Cleveland College Nov. 17. 
Registrations must be made the pre- 
ceding Friday. Class sessions will be 
held regularly on every Monday and 
Friday from 4:00 to 5:00 p. m. and 
courses will be open to any life under- 
writer whether he proposes to take the 
examination for a C. L. U. certificate or 
not. 


Record Fine Increase 


The central department of the Equit- 
able Life of New York is better than 
$12,000,000 ahead of last year for the 
nine months and the Chicago agency 
about $1,000,000 ahead. Production for 
the entire department is running be- 
tween 6 and 7 percent ahead this year, 
although some agencies have had unus- 
ually high increases, one recording 129.5 
percent and several others running be- 
tween 30 and 40 percent. 


New Life Trust Club 


The Life Trust Conference Club, de- 
voted to a study of estate matters by 
means of the case method, has been 
formed in Chicago. L. S. Broaddus of 
the Central Life of Illinois is chairman 
and Charles Petillon, production man- 
ager W. A. Alexander & Co., secretary- 
treasurer. This has no connection with 
the American Institute of Estate Ad- 
visors but the work will be modeled 
closely after it and it is hoped to edu- 
cate members to the point where they 
may pass the examinations of the in- 
stitute. 

Lester H. Forbes, contact man of the 
trust department, Chicago Trust Com- 
pany, was instrumental in forming the 
club at the request of a number of gen- 
eral agents who have received many 
questions on estate matters from field 
men. Meetings are held every two 
weeks at the Brevoort hotel, the next 
one being Nov. 13. There are 30 mem- 
bers. 


Can’t Force Beneficiary Change 


MADISON, WIS., Nov. 6.—An in- 
sured person cannot be forced to change 
the beneficiary of his policy to satisfy 
a creditor, Judge A. G. Zimmerman 
ruled in the circuit court here. E. N. 
Cannon, as trustee in the case of F. W. 
Coats, bankrupt, had attempted to secure 
for creditors the surrender value of a 
policy taken out with the Lincoln Na- 
tional Life by Mr. Coats. 

Judge Zimmerman cited the state 
statutes which say every policy made 
payable to a married woman is her sole 





property, providing the policyho'der 
doesn’t voluntarily make a change. The 
provision in the policy which states that 
the insured may change the beneficiary 
doesn’t enter the case. 





Equitable In Tri-State Congress 


Illinois, Missouri and Indiana agents 
of the Equitable Life of lowa are i eet 
ing this week in Springfield, IIL, " 
regional congress. More than 125. fo nts 
are attending. Dr. C. J. Rockwell will 
have charge of the school. The home 
office is represented by B. F. Hadley, 
vice-president; Earl E. Smith, educa. 
tional director, and Ray Fuller, national 
supervisor. 





OHIO CODE REVISION REPORT 
WILL SOON BE AVAILABLE 





The insurance code revision commit- 
tee of the Ohio State Bar Association 
met at Columbus in a two-day session 
The proposed revised code was sub- 
mitted and the committee, b~ the unani- 
mous action of the 10 of the 14 mem- 
bers present, authorized the chairman, 
W. E. Heney, 2910 A. I. U. Citadel, 
Columbus, to print and circulate the 
proposed tentative draft. Printed copies 
will be available about Nov. 15. 





Research Bureau Course in Cleveland 


The Life Insurance Sales Research 
Bureau held a lecture course at Cleve- 
land Oct. 30-31, presenting an advanced 
course in agency management to 20 
agency heads and supervisors. John M. 
Holcombe, manager of the bureau, and 
his associates, H. G. Kenagy, S. G 
Dickinson and L. W. S. Chapman, spoke. 





Cooper Joins Heifetz 


Samuel R. Cooper, former agency 
manager for the Security Mutual of 
Binghamton, N. Y., for seven years, has 
joined the Samuel Heifetz agency of the 
Mutual Life of New York in Chicago. 
Mr. Cooper has been operating his own 
general insurance agency recently. He 
is a very large personal producer. 


Form C. L. U. Class 


A Chartered Life Underwriter class 
has been started at Bradley college in 
Peoria under the direction of Prof. 
Loyal G. Tillotson. C. T. Wardwell 
has been elected president of the class 
and Earle Canette and John H. Roth 
will be vice-president and_ secretary. 
The class has nearly 35 members. 





Rockwood Agency Campaign 


The Rockwood Company, genera! 
agents Travelers in Chicago, is in the 
midst of a year-end campaign which 
already has increased paid production 
15 percent over the same period last 
year and is expected to boost it to 20 
percent for the campaign period. 


Chicago Woman Honored 


Honors were heaped last week on 
Anna E. Johnson of the Chicago office 
by the Travelers organization, including 
Chicago and the home office, on her 
completing 25 years’ continuous service 
with the company. She was the recipient 
of many letters and telegrams, flowers, 
fruits and other gifts. She formerly 
worked with John H. Nolan when he 
was general agent for the Travelers. 


Opens Detroit Training School 


Frank T. Freeman, general agent in 
Detroit for the Lincoln National Life, 
is conducting a training school for stu- 
dent life underwriters Monday and 
Wednesday evenings. He has had a 
gratifying response to his announcement 
of the training course. 


Life Trust Department Moves 


The life trust department of the Chi- 
cago Trust Company, of which Lester 
H. Forbes is the contact man familiar 
to Chicago life insurance men, has 
moved from 79 West Monroe street to 
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the third floor at 134 South La Salle 
street. 


Correll Addresses Women’s Clubs 


Horace B. Correll, deputy insurance 
commissioner of Michigan, addressed 
the annual convention of the Michigan 
Federation of Women’s Clubs at Jack- 
son last week on “Insurance a Safeguard 
of the American Home.” 


Million Months Continue 


The Alexander E. Patterson agency of 
the Penn Mutual in Chicago announces 
gaid business for ten months is $13,826,- 
038, an increase of 12 percent over the 
same period of 1929. Paid business in 
October was $1,250,387, a 20 percent 
gain over the same month last year, con- 
tinuing a string of 20 months in which 
production has exceeded $1,000,000. 


Commonwealth Life's South 


The Bend 
office, under the supervision of Harry J. 
Hizer, has been moved to larger quar- 


ters in the Odd Fellows building. 
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Corn, Wheat Crop Same Year Make 
Cornhuskers Bright Prospects for 
Life Insurance 


Life insurance companies soliciting 
business among farmers throughout the 
central west are gratified at their ex- 
perience in Nebraska, where the prob- 
lem of lapsation is not as serious as in 
surrounding states and where produc- 
tion is being well maintained. The 
good showing in Nebraska is attribut- 











state produced 
crop this year. 
resignation the 
never produces 


able to the fact that the 
a good corn and wheat 
Nebraskans accept with 
old saying that Nebraska 
a good corn and wheat crop the same 
year, but 1930 was an exception and 
that record has produced a condition 
of solvency among a multitude of farm- 
ers with the result that they are in a 
position to retain their insurance and 
buy additional protection. 


Miller Gets Kingsley Cup 


At a banquet Friday night, Floyd R. 
Miller, the Penn Mutual's Omaha 
agency manager, received the Kingsley 
cup for having the first agéncy in the 
United States to secure its quota of 
qualified producers in the national cam- 
paign. 

Frank H. Davis of Denver, western 
production manager, said the Omaha 
district in the last 60 days had made 
the best showing of any in the country. 
Mr. Davis also addressed the Omaha 
Life Underwriters Association at lunch- 
eon. 


Hold Conference at Omaha 


Elbert Brock, vice-president, and 
James W. Messenger, assistant super- 
intendent of agencies of the John Han- 
cock Mutual Life, and Timothy Heenan, 
regional district manager in Chicago, 
were in Omaha Friday for a conference 
of company representatives, including 
district managers from Omaha, Lincoln, 
Kansas City, Des Moines, Sioux City, 
Cedar Rapids and Davenport, Ia., and 
Moline, IIl. 


Edmiston Agency Meets 


A. R. Edmiston, Union Central Life 
general agent at Lincoln, Neb., presided 
at a meeting of his agency last week, 
at which Claude M. Sullivan, Sioux City 
general agent, spoke. 
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New North Carolina Speakers 





Chester Leasure and A. M. Lumpkin 
Added to Program for Insurance 
Days at Greensboro 





GREENSBORO, N. C., Nov. 
Chester Leasure of the public relations 
department, United States Chamber of 
Commerce, has been secured as the 
speaker at the banquet Friday night of 
the North Carolina Insurance Days 
gathering here Nov. 7-8. A. M. Lump- 
kin of Columbia, past supreme chan- 
cellor of the Knights of Pythias, will 
make one of the luncheon addresses. 

Bart Leiper, advertising manager of 
the Pilot Life and publicity manager 
for Insurance Days, has completed 
plans for a Thursday night get-ac- 
quainted entertainment program in a 
local theater. The central feature will 
be the presentation of a drama, “What 
Price Policy Loans,” written by L. L. 
McAllister and played by the Pilot per- 
formers. The same players will give a 
burlesque of a field men’s meeting. 
There will be Negro spirituals sung by 
Negro collegians of Greensboro, an ex 
hibition of fancy dancing and various 
other features. 

Advance notices indicate an attend- 
ance of well over 1,000. Chief interest 
is shown in the array of national ex- 
perts, with L. K. Babcock, of the Aetna 
Casualty, William Quaid of the South 
ern Fire, F. Robertson Jones of the As- 
sociation of Surety & Casualty Execu 
tives and T. Alfred Fleming of the Na 
tional Board, among those to address 
the fire and casualty group. Those to 
address the life sales congress include 


6.— 





Dr. S. S. Huebner, Roger B. Hull, Al- 





bert E. N. Gray, A. M. Linton, Charles 
W. Gold, Tully Blair, Lawrence Lee 
and Robert N. Hanes. John T. Hutch- 
inson, executive secretary Insurance 
Federation of America, is to address one 
of the short general inspirational meet- 
ings which will open each days’ pro- 
gram. The first one will be devoted to 
outlining the Insurance Days program 


Will Soon Start to Write 





American Life of San Antonio 
Is Now Shaping Up Its 
Organization 


Great 





The Great American Life of San An- 
tonio, Tex., expects to be ready for busi- 
ness in a few weeks. The Great Ameri- 


can Life Underwriters is the holding 
company. Charles E. Becker is presi- 
dent, with headquarters in the Milan 


building, San Antonio. This company is 
affiliated with the Continental National 
Life of Denver, another operating unit 
of the parent company. W. J. Hiller is 


secretary and actuary of the Great 
American Life and vice-president and 
actuary of the Continental National 
Life. E. J. Montague becomes vice- 


president and general sales manager of 
both companies. He was formerly edu- 
cational director of the Business Men's 
Assurance. Mr. Becker has moved to 
San Antonio from Denver. Senator J. J. 
Strickland is chairman of the board of 
both companies. J. G. Vaughan, for 
many years deputy insurance commis- 
sioner of Texas, is in charge of the Dal- 
las office. Mr. Montague was formerly 
connected with the Kansas State Agri- 
cultural College extension department 
and later was statistician for the United 
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The Lincoln National Life office in your bown offers 
Complete Brokerage Coverage / 
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of New York 
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625,852 Prospects 


received advertising letters 
in first nine months of 1930 


$36,210,101 of Business 


sold on lives of ‘‘advertised”’ 
prospects in same period. 


BANKERS LIFE COMPANY | 


GERARD S. NOLLEN, President 
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States Government. He became head 
of the department of commerce of the 
Kansas State Teachers College at Hays, 
Kan. Mr. Hill for 15 years was with the 
Bankers Life of Lincoln. For the last 
10 years he has been a member of the 
faculty of the University of Nebraska, 
teaching mathematics and _ actuarial 
science. 


Resume Jackson C. L. U. School 


The Jackson (Miss.) C. L. U. school 
was resumed last,week with 30 in at- 
tendance. A. E. Babbitt, actuary of 
the Lamar Life, is educational director. 
FE. H. Hix, Mutual Benefit Life, and 
Harry O’Steen, Lamar Life, were re- 
elected president and secretary of the 
class. They hold the same offices in 
the Mississippi Association of Life 
Underwriters. 





Rules on Group Policies 


Neither county commissioners nor 
members of boards of public instruction 
in Florida have power to put into opera- 
tion group insurance on county em- 
ployes, as such, according to a ruling by 
Attorney-General Davis. However, there 
is no legal objection to the plan of group 
insurance if it is handled as a part of 
the compensation of the person em- 
ployed. 


Rochelle New Investigator 


Commissioner Tarver has appointed 
W. J. Rochelle, Corsicana, Tex., banker, 
investigator for the Texas life insurance 
department. Mr. Rochelle succeeds Cecil 
Mitchell who has been transferred to 
examiner of local mutual aid associa- 
tions. 


F. C. Allison Resigns 


Fr. C. Allison, for 11 years general 
agent of the Pacific Mutual Life at 
Nashville, has resigned on account of 


ill health, He was one of the first 
men to sponsor Tennessee life insur- 
ance day. He induced local churches 


to participate in recognizing the social 
benefits of life insurance. 





Thigpen Remains Firm 

Despite the efforts of counsel for the 
Financial Independence Founders of 
New York to have the Alabama depart- 
ment submit its case to the attorney- 
general for an opinion, Superintendent 
Thigpen has declined. The Financial 
Independence Founders seeks to sell in- 
vestment certificates on the installment 
plan, embodying a feature whereby, in 
the event of the investor’s death before 
the certificate is paid for, the Connec- 
ticut General Life will pay up the cer- 





Connecticut General must be licensed in 
Alabama and that the agent of the in- 
vestment company, soliciting ‘business, 
must qualify as an insurance agent. 





Tax Survey Completed 
ATLANTA, Nov. 6.—Harley L. Lutz, 


Princeton professor of finance, has com- 
pleted a survey of the tax methods of 
Georgia and the legislature is expected 
to be called in extra session to consider 
his recommendations. Dr. Lutz is in 
favor of placing the taxing of the in- 
surance interests in hands of a special 
commission. The insurance companies 
and agents under the present system 
pay several different tax items, includ- 
ing local taxes in the various cities and 
counties. Dr. Lutz plans for the even- 
tual elimination of local taxes and for 
an increase in the state rate to the 
average rate in other states, which is 
about 2% percent. 





Ruling Made on Group Policies 


Although there is no authority for 
county commissioners or school boards 
to put into operation group insurance 
policies on the lives of county employes 
as such, there is no legal objection to 
a plan when handled as part of the com- 
pensation of the persons employed, so 
Attorney General Davis of Florida rules. 
In the contract of employment, he 
stated, the payment of insurance prem- 
iums would merely be a part of the 
compensation of the employe and would 
come out of the salary fund. 


Building a Fine Business 


George W. Luke, manager of 
Philadelphia, Miss., territory for the 
Southern Central Life of Meridian, has 
produced a consistent volume of busi- 
ness during the past 30 days and is 
building a worthwhole agency in his 
section of the state. For a number of 
years Mr. Luke was one of the leading 
producers of the Columbian Mutual. 


Company’s Good Showing 


The Istrouma Life of Baton Rouge, 
La., which was organized March 17, 
1930, with J. H. Wade, editor of the 
Port Allen “Observer”, as president; W. 
R. Rayne, vice-president nad general 
manager, and R. H. Hausey, secretary, 
reports that its premium income collec- 
tions have trebled the original capitaliza- 
tion. . 


Clark in New Orleans 


Jesse R. Clark, Jr., president of the 
Union Central Life, was in New Or- 
leans this week, honor guest at a lunch- 
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Orleans manager. 

Mr. Clark said that business in the 
south has been consistently good this 
year. On his southward swing he con- 
ferred with a number of leading district 
managers. His next stop will be at 
Baton Rouge, where he will join in hon- 
oring B. S. Mayer, for 25 years district 
manager for the Union Central. 





Boys’ Thrift Club Launched 


The Protective Life’s first boys’ thrift 
club was organized the past week at 
Gadsden, Ala., with 46 members. Under 
direction of C. W. Whitehead, superin- 
tendent of the boys’ department, a ban- 
quet was held for the boys with the 
fathers attending. President Sam F. 
Clabaugh was present and spoke on 
“Thrifty Boys Become Useful Citizens.” 

Three other clubs are being organized 
in Birmingham. It is the plan to have 
them in all of the larger towns in the 
state. 





Southwestern National Moves 


Offices of the Southwestern National 
Life of Enid, Okla., have been trans- 
ferred to the Franklin building, Okla- 
homa City. Albert L. McRill is presi- 
dent; J. P. Battenberg, vice-president; 
Dr. Earl D. McBride, medical director; 
J. T. McKinsey, agency manager; Paul 
W. Theimer, secretary, and E. B. Grin- 
nell, treasurer. The company was re- 
cently purchased by Mr. Theimer, repre- 
senting a group of Oklahoma City busi- 
ness men. 





Sponsors Little Rock Sales Course 


W. R. Hollingsworth, president of the 
Pioneer Reserve Life, Little Rock, Ark., 
is sponsoring a course in salesmanship 
and public speaking offered by the 
Southwestern School of Technology. 





Hunter, Goodwin in South 


The Walter Phillips agency of the 
Phoenix Mutual Life at Atlanta recently 
had several distinguished visitors. Col. 
D. Gordon Hunter, vice-president and 
agency manager, and Howard Goodwin, 
vice-president in charge of new business, 
visited there for several days. They are 
making a tour of the southern agencies. 


Marshall in Atlanta 


Rowland S. Marshall, field superin- 
tendent for the Pan-American Life, was 
in Atlanta recently on a good-will tour 
of the southern and eastern agencies. 
He addressed a meeting of the A. J. 
Shropshire agency. 
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Passes on Disability Form 





Washington Supreme Court Render; 
Decision Where Permanent and 
Total Clause Is Interpreted 





The Washington supreme court in 
Byerly vs. Travelers decides a total dis- 
ability case. The policyholder brought 
action to enforce payment for 11 months, 
total disability and to compel the re. 
turn of the premiums during the dis. 
ability period. While still totally dis- 
abled and believing that his disability 
would be permanent, the policyholder 
submitted to a physical examination by 
the company’s physician and filed with 
the company a claim for benefits. 

The company refused to make any 
payment. The parties stipulated that 
from Aug. 13, 1927, the appellant was 
totally disabled and that the disability 
continued until July 25, 1928; further- 
more that when the case was Called 
for trial the appellant had recovered 
from his injuries. 

The court held that though the policy 
does not in terms provide for a tempo- 
rary disability, it is clear that some cases 
of actual temporary character will fall 
within the disability provisions and be- 
come entitled to benefits. he claim 
was made in good faith of the perma- 
nency of the disability. Proof of the 
permanency was pending. The court 
says that the company is obligated by 
the provision, “Pending due proof of a 
claim that an existing total disability 
will be permanent and continue for life 
when it shall appear that the assured 
has been wholly disabled for a period 
of not less than three consecutive 
months, the company will grant the 
aforesaid benefit from the commence- 
ment of such disability and during its 
continuance.” The court says that this 
qualifies the first paragraph of the dis- 
ability provision requiring due proof of 
permanency of total disability, to begin 
payment as of the date of the com- 
mencement of the total disability and 
to continue the payments until the dis- 
ability ceases to be total or until the 
end of the life of the assured, if the 
total disability proves to be permanent 


Start C. L. U. Coaching School 


Indications are that more than 50 life 
underwriters of San Francisco will en- 


| roll for the C. L. U. coaching school. 





of fair dealing. 


“ff 





Front Wheel Drive— 


The value to an automobile of the front wheel drive is well 
known—its value to a salesman is not so well known. 
that pulls its men along instead of pushing them offers a front wheel 
drive for their salesmanship. Fidelity is such a company. 

Its lead service and Low Rate policies make selling easier. It 
offers a live-and-let-live contract backed by more than half a century 
It is financially solid and operates in thirty-nine 
states, including New York, on a full level net premium basis. 
over $422,000,000 insurance in force. 


A front wheel drive company that pulls rather than pushes. 
Openings available for the right men. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


A company 


It has 








“Net Results - 


50 UNION SQUARE 





the True Measure of Progress: 


The theme of the joint meeting of the Association of Life 
Agency Officers and the Life Insurance Sales Research Pureau 
is well selected. Discussion of it will prove intensely interest- 
ing and immensely valuable to the institution of Life Insurance. 


The Guardian applies this measure to its own progress.* 


*Jast year, The Guardian's gain in 
ordinary life insurance in force was 
11.6% of its total in force at the be- 
ginning of 1929—the third highest 
ratio among the leading companivcs 
writing only ordinary insurance. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


~~ 
"97? 


- NEW YORK CITY 
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which will begin Nov. 4 under the 
auspices of the extension division of the 
University of California, according to 
Harold Rose, chairman of the educa- 
tional committee of the San Francisco 
Life Underwriters Association, who is 
in charge of the work. 

R. H. Hepfer, assistant manager of 
the Travelers, will conduct the classes 
in life insurance salesmanship and Prof. 
\. Hi. Mowbray will give the instruc- 
tion in life insurance fundamentals. The 
lasses will run from Nov. 4 to June 2, 
with sessions each Tuesday evening. 


Shapro’s Producers Active 


An increase of practically 400 percent 
paid business for October is shown 


by the Ben F. Shapro general agency 
ot the Penn Mutual Life in San Fran- 
cisco. For the six months period during 
which Mr. Shapro has been in charge of 
the agency an increase of $1,600,000 in 


paid business is shown. 

Forty-six new agents have become af- 
filiated with the Shapro agency since 
Aug. 15 and all of these have produced 
and paid for business bringing the total 
now under contract with the agency on 
a producing basis to in excess of 100. 


Hogg Takes Seattle Post 


E. R. Hogg, Jr., has been made man- 
ager of the Seattle agency of the Guar- 
dian Life with headquarters at 1411 
Fourth avenue building. He is an alum- 
nus of the University of Washington and 
has had fine experience in life insurance. 


Plan Round Table Sessions 


table discussions 





A series of round 
dealing with agency management will 
feature the monthly luncheon meetings 
of the San Francisco General Agents & 
Managers Association, according to 
Clarence W. Peterson of the Phoenix 
Mutual, president of the association. 

Percy M. Jost, Sun Life, conducted 
the first luncheon discussion Oct. 21 on 
“Recruiting.” Topics of future luncheons 
will include: “Training,” “Agency Meet- 
ings,’ “Financing,” “Brokerage Busi- 
ness,” “Country Business,’ “Part-Time 
Agents” and “Control of Agents’ Work.” 


Conducts Training Course 
The Continental National Life of Den 
ver is conducting a sales training course 
for its agents this week under the di- 
rection of E, Montague, vice-presi- 
dent and sales director. 





Fairchild San Francisco Manager 


M. L. Fairchild has been appointed 
manager of the Connecticut General's 
branch office in San Francisco. He 
succeeds J. A. Fiske, who will continue 
to represent the company. Mr. Fair- 
child joined the Connecticut General as 


agency assistant in April, 1927, having 
been in the life business since 1921, first 
personal producer and later as an 


as a 


agency supervisor. Mr. Fairchild is a 
member of the class of 1919, Syracuse 
University. 
N. Y. Life Agents Meet 

_The Mountain agency of the New 
York Life held a dinner in Denver last 
Saturday with Charles Langmuir, vice- 
Presiient; Dick Oliver, St. Louis, in- 
spector of agencies, and Bonie Notzon, 
Kansas City, supervisor, as guests. 
Otl visitors included: Ed Sisk, Albu- 
quergue, N. M., agency director; Max 


di- 


erry, Pueblo, Colo., agency 
rector. P. L. Corbin, Denver agency 
director, presided at the dinner. 

Gumm on Agency Trip 
_ Karl G. Gumm, agency supervisor of 
the National Life of Vermont, visited 
the Standart & Main general agency 
at nver and held a number of con- 
ferences. He addressed a group of 
age and stated that the Denver 
age had increased 61 percent the 
irst 10 months of the year. E. Met- 
cal became associated with Standart 
& Main as manager for the National 





LIFE 


Gumm on his trip will 
visit agencies in Salt Lake City, Los An- 
geles, San Francisco, Portland, Seattle, 
Helena, Fargo and Minneapolis before 
returning to the head office. 


W. A. Rafael Transferred 


Life, July 1. Mr. 


W. A. Rafael has been transferred 
from the accident department of the 
home office of the Pacific States Life 


at Hollywood to San Francisco as man- 
ager of the life department in that city 


INSURANCE 


Kk DITION 


acific 
Ne- 
ot 


with the | 
the Sierra 
of Oakland, 


Mr. Rafael has been 
States since it absorbed 
vada Life & Casualty 

which he was secretary and agency su- 
pervisor. Prior to his connection with 
the Oakland company he was chief ex- 
aminer for the California department 


Representatives of the New York Life 

| met at Idaho Falls, Ida., to honor A, §8. 
Elferd, head of the western department, 
who is just returning from an extensive 


‘ 


Kuropean trip 
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| New Policies, Premium Rates, Dividends, cialis Values, and all Chen in 
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Retirement Annuity Issued 


John Hancock Brings Out Flexible Plan 
in Response to Increased 
Public Interest 


annuities 
to issue a 
rhe com- 


Growth of interest in life 
prompts the John Hancock 
new retirement annuity plan. 
pany has issued life annuities for many 
years. Public interest has caused the 
company to adapt its plans so as to af- 
ford the general public the opportunity 
to purchase this desirable form. 

The new annuity provides for monthly 
annuity payments beginning at age 
elected, payable during the life-time of 
annuitant, with 120 monthly annuity 
payments certain. It provides for yearly 
increasing death benefit during the 
period of commencement of annuity 
payments. Such benefit will not be less 
than total premiums paid, exclusive of 
any disability premium. Within  pre- 
scribed age limits and upon satisfactory 
examination, a disability feature may be 
added at small additional cost. 

Non-forfeitable equities during the 
years prior to the date of retirement 
(provided at least one full year’s pre- 
mium has been paid) comprise automatic 
continuation of the contract as a paid 
up monthly life annuity for reduced 
amount with 120 monthly payments 
certain, or if the annuitant prefers, the 
guaranteed cash value. 

This contract participates in divisible 
surplus prior to date at which annuity 
payments begin. Dividends may be 
taken in cash, applied in reducing pre- 
mium payments or left with company at 








Prem. 


interest, under which latter option the 
fund accrued may be used to increase 
amount of annuity payments. 
Old Line Life 
A family income policy on both or- 
dinary life and 20-pay life plan for 10 
and 20-year income periods is being 
issued by the Old Line Life of Milwau- 
kee. tates per $5,000 are: 
0O.L. 10 V1 oO. L. 20 Yr 
Plan Plan 
Age 25 35 25 35 
Reg. "een. $83.4 00 $109.3 80 $ 97.85 $129.65 
With W. P.. 85.25 113.25 100.40 133.60 
With M. I.. 98.7 130.05 113.95 150.45 
20 Pay Life 20 Pay Life 
10 Yr. Plan 20 Yr. Plan 
Age 25 35 25 35 
Reg. Prem .$127.00 $154.40 $149.70 $182.30 | 
With W. P. 128.75 157.20 151.70 185.50 
With M. T.. 146.45 176.95 169.40 204,35 
Inter-Southern Life 
The Inter-Southern Life of Louisville 
has issued a family income trust special, 
similar to the policy originated by the 
Continental American of Delaware, with 
10 and 20-year plans This contract is 
non-participating and carries provision 
for automatic conversion to a _ partici- 
pating policy at the end of 20 years 
Rates are: 
20 veaer apenong 
Age 5 15 55 
Reg. Prem. $19.5 52 $25. "92 > $39.03 $70.39 
With W. P. 20.05 26.74 40.55 73.97 | 
With M. I. ... 22.66 30.00 44.82 79.67 
With D. I. 24.16 31.50 46.32 81.17 | 
10 Year Plan 
Age 45 55 | 
teg. Prem. $31.65 $53.14 
With W. P. 32.89 55.83 
With M. I 37.16 61.53 | 
With D. I 38.66 63.03 





Columbus Mutual New Policy 





Term to Age 60 Contract Is Issued Con- 
vertible to Ordinary Up to 
Age 55 





\nother low cost policy is announced 
by President Ball of the Columbus Mu- 
tual Life. It is the term to age 60 con- 
tract, convertible to ordinary life up to 
age 55. Thus it provides insurance pro- 
tection throughout the normal earning 
or productive years and also provides the 
privilege of conversion to a permanent 
form of contract. 

When proceeds are payable in the 
form of income during periods of 10, 15 
or 20 years, the policy will be known 
as the “family income protection con- 
tract.” When proceeds are payable in 
the form of lump sums, it will be known 
as the “earning power replacement con 
tract.” 

The new Columbus Mutual contract 
guarantees the income for stated periods 
from the date of death, not from the 
date of the policy. The beneficiary is 
certain to receive the designated income 
throughout the entire period named. 
Provision is made whereby the policy 
holder may use his dividend each year, 
if desired, to purchase one year term in- 
surance without a medical examination. 
\ single dividend of only a few dollars 
will purchase one year term insurance 
amounting to several hundred dollars. 

The policy will be issued only to pre- 
ferred male risks for $5,000 and upward 
or incomes with an equivalent commuted 
value. The rates are: 


Term to Age 60 Policy 


20-Year Income $100 Monthly 
Amount of Insur: ance $17,350 

$s z $ 
213.60 228.20 246 
15-Year 
Amount 


> 
50 270 70 303.30 348.40 
$100 Monthly 
Insurance $14,050 


Income 
of 

$ 3 $ 

173.00 219.20 245.60 

$100 Monthly 

$10,150 


184.80 199.60 292.10 
10-Year 


Amount of 
$ 


Income 
Insurance 
$ $ $ $ 
125.00 133.50 144.20 158.40 177 
$5,000 Lump Sum 
s $ $ $ s 
71.05 78.00 87.40 100.40 


10 203.80 


Pan-American Life 


has issued two 
life expectancy form and 
contract Both poli« 
income disability and 
benefits The life ex- 
convertible at any 
covered prior to 
of the con- 
$14.05; with 
$14.54; and 

premium 


The Pan-American Life 
new policies—a 
a family income 
provide monthly 
double inéemnity 
pectancy policy is 
time during the period 
five years before expiration 
tract. The rates at 35 are 
premium waiver disability, 
with monthly and 
waiver, $17.68 

The family 
10,000 


les 


Income 


policy provides 
maximum of 
during 
grading 
of the 


protection 
on a $1 contract a 
$36,400 of insurance protection 
the first month after issuance, 
downward to $10,000 at the end 
20th year 
tates at age 35 for both policies are: 
Protection 
After 
20th Year 
$25.81 


Family 
First 
20 Years 
$28 51 


Life 
Expect 
$14.05 
Waiver 


Dis. 


29.12 
32.26 


26.42 
29.56 


Dis 
Mo, Ine 





Selling Plans of Stars 
® 
The “Old Guard” 


are those subscribers to 
The Diamond Life Bulletins 
who have been 

on our books 

for six years 

or longer. There are 

900 of them now 

in every state and 

nearly every city. 

This in spite 

of the “great turnover” 

of Life Insurance men. 

If you think 

we are not proud 

of those men and 

that record, ask us. 

If you think 

those men are not satisfied 
ask them. 


(Names on request) 


a 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


Stars Are Made—Not Born 











DISTRICT AGENTS 
WANTED 


valuable territory 
FOUR District 


avail- 


We 


for 


have 
ible Agencies in 


Illinois. 


To the right men these are excep 
tional opportunities, as we have Spe- 
cial Preferred Risk policies in which 
the policy holder really shares in the 
profits of the company. 


Territory available has been 
opened and leads will be furnished. 
Address R-86, The Naticnal 


Underwriter. 














THE OTIS HANN COMPANY,INC. 


JACK ROBERTS HANN, PRES. 


333 No.MICHIGAN AVE. 


CHICAGO 
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ACTUARIES 








CALIFORNIA 





4aueett N. Coatas Carr E. Heavurts 


Coates & HERFURTH 


CONSULTING ACTUARIES 
437 Se. Hill Street 
ELES 


114 Sansome Street . 
SAN FRANCISCO , LOS ANG 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


168 N. La Salle St. 
Telephone State 7238 


CHICAGO, ILL. 











A. GLOVER & CO. 


e Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








J. Charles Seitz, F.A..A. Consulting Actuary 
ny “A System and ~~ some for 
fe Insurance Com 
Attention to 





INDIANA 


AIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
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Hull Optimistic of Future 


Tells St. Paul Association of Construc- 
tive Sales Research Work Being 
Carried On 








Appreciation of the fine work done 
by the Life Insurance Sales Research 
Bureau and the Association of Life 
Agency Officers, was given by Roger 
B. Hull, managing director National As- 
sociation of Life Underwriters in a talk 
before the St. Paul, Minn., association. 
He reviewed the two-day meeting of the 
two national organizations at Chicago, 

“Two hundred leading life insurance 
executives and agency officers of Ca- 
nadian and American companies met in 
what seemed to me to be the most sig- 
nificant conference that has ever been 
held,” he said. “And the significance 
and importance of the meeting was 
solely and exclusively to the so-called 
‘distribution end’ of the life insurance 
business. 

Says Future Is Bright 


“Sometimes the agent feels himself 
oppressed with the thought that his 
problems are being given scant attention 
and that his interests are somehow lost 
in the shuffle of general company man- 
agement. I wish every member of this 
association and of the National organi- 
zation could have attended those ses- 
sions. You would have come away, as 
I did, with just one thought, that the 
future of the field forces of American 
life insurance is brighter than you can 
possibly have dreamed, because of the 
devoted and careful service that is being 
poured into the discussion and the han- 
dling of the problems of your end of 
the business. 

“It was the greatest example that I 
have ever seen of the value and effec- 
tiveness of cooperative thinking. It is ab- 
solutely impossible to evaluate what 
those deliberations may mean to the in- 
stitution of life insurance, and espe- 
cially to the life insurance salesman dur- 
ing the next five years. 

* * * 

Tucson, Ariz.—The Tucson association 
held an organization meeting recently 
and officers were elected. G. H. Smalley, 
Pacific Mutual Life, will be president; 
Harold F. Vainson, Northwestern Mutual 
Life, vice-president; F. K. Carson, Equi- 
table Life of New York, secretary-treas- 
urer, and G. J. Upham, Northwestern 
Mutual Life, and Sam Franklin, Federal 
Life, executive committeemen. Monthly 
meetings will be held. 

= 

Louisiana—Miss B. B. Macfarlane, 
Louisiana supervisor for the Pan-Ameri- 
ean Life, was the principal speaker at 
the last week's meeting of the Louisiana 
association in New Orleans, reviewing 
some of the highlights of the Toronto 
meeting of the National association. 

* 2 @ 

Dayton—Irving Ring, general counsel 
of the State Mutual Life, led a round- 
table discussion on “Trusts, Wills and 


Taxes” before the Dayton association. A 
large audience participated in the dis- 
cussion. 


* * * 
Binghamton, N. ¥Y.—The directors of the 
Binghamton association have elected the 


following officers: H. . Guy, Security 
Mutual Life, president; L. L. Burdick, 
Equitable Life, vice-president; W. A. 


Miller, Jr., New York Life, secretary, and 
E. F. Cramer, New York Life, treasurer. 

The Binghamton association is proud 
of having gained the highest percentage 
of increase in members for the fiscal 
year of any association in New York. 

SS 

North Dakota—M. N. Hatcher, R. A. 
Trubey and A. W. Crary, Fargo, and C. C. 
Hoskins, Bismarck, are members of a 
committee named by the North Dakota 
association to decide whether a com- 
plaint will be made to the blue sky com- 
mission on a report that a Colorado or- 
ganization is selling stock in North 
Dakota for formation of a life company 
without a permit. A probe of the mat- 
ter was decided on at a recent meeting 
. of the association. 








Borden Talks at Syracuse 





Vice-president of Equitable Addresses 
the Life Underwriters Association 
on Art of Persuasion 





Albert G. Borden, second vice-presi- 
dent of the Equitable Life of New York, 
addressed a meeting of the Syracuse, 
N. Y., Life Underwriters Association, 
speaking on “The Art of Persuasion.” 

Mr. Borden initiates agents in the art 
of persuasion first by a preliminary 
training course, then in a field school, 
then in a correspondence course, and 
later in various specialists’ courses. He 
is a strong advocate of the C. L. U. de- 


gree, 
In addition to having charge of the 
company’s sales campaigns, agency 


meetings and annual educational con- 
ferences, Mr. Borden has prepared a 
number of textbooks for the guidance of 
agents and has written a series of unique 

“Underwriting Suggestions,” the latest 
being on “Shrinkage Insurance,” in 
which he points out how the life under- 
writer can present to his client the serv- 
ice which life insurance renders in 
bridging the gap in the value of a man’s 
estate due to the present economic de- 
pression. 

Mr. Borden has been in the life in- 
surance business 35 years, all of that 
time with the Equitable. He has had 
in addition practical field experience, his 
personal production “on the side” av- 
eraging $30,000 personal premiums per 
annum, 

*x* * * 

Washington, D. C.—The District of 
Columbia association is in the midst of 
its cooperative institutional advertising 
campaign launched Sept. 8. It is be- 
lieved by the officers that their business 
is being stimulated by the intensive ad- 
vertising appearing weekly in one of 
the leading newspapers. It is felt that 
the ambitious advertising undertaking 
to which the members of the local asso- 
ciation have pledged their allegiance and 
support is destined to play an important 
part in the realm of public relations, 
proving an eloquent testimonial to the 
fact that the association is a virile force 
and potent factor in Washington circles. 

The direct object is to earn the good- 
will of people towards members, who 
have pledged themselves to conduct the 
business according to the high standard 
of ethics that forms the foundation for 
the association's activities. 

The association will hold a meeting on 
Nov. 13, at which time the speaker will 


be T. M. Riehle, connected with the 
Equitable Life of that city. His subject 
will be “Cardinal Principles of Under- 
writing.” 

* * * 


Cleveland—The principal speaker for 
the next regular meeting of the Cleve- 
land association Nov. 14 will be Albert 
P. Steler, Detroit, special agent for the 
Mutual Benefit Life on “Getting Five 
Cases a Week Regularly.” Mr. Steler 
leads his agency in sales volume. 

Cc. E. Pejeau, assistant general agent 
of the Massachusetts Mutual, has been 
elected chairman of the supervisors 
group of the Cleveland association to 
fill the unexpired term of J. S. Williams. 

The industrial group of the associa- 
tion held a meeting Nov. 3. Bill Hoover, 
district manager of the John Hancock 
Life, spoke on “Conservation.” 

*x* * * 

Montreal—At the first luncheon of the 
season of the Montreal association, H. 
Labrecque of the Canada Life delivered 
an illustrated talk on a recent trip to 
Europe. The value of the talk as a life 
insurance feature was the inspiration 
it gave those in the audience to attain 


greater success so that they might 
finance a similar trip. 
* * 


Columbus, O 
editor of the Diamond Life Bulletins, 
addressed the Columbus association Nov. 
6 on “Life Insurance as an Investment.” 





*x* * * 
Davenport, Ia.—M. A. Linton, vice- 
president Provident Mutual Life, was 


the principal speaker at a dinner at 
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MORE GAINS 
THIS YEAR 


Despite Business Depression 


a 


The 
PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Continues to Move 
Forward 


Nine Months of 1930 
Show the Following: 


28% GAIN 


In Life Insurance in 
Force 
$11,346,068 Gain in 


New Paid-For Business 


10% GAIN 


In Accident and Health 
Premiums 


12% GAIN 


In Total Assets 





1244% GAIN 


In Premium Income 
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Examination Questions for 
C. L. U. Degree are Answered 





FINANCE 
QUESTION 

It has been urged within the past year 
that state laws should be modified to 
permit life insurance companies to in- 
vest their funds in common stocks of 
American corporations. Set forth the 
arguments for and against such a pro- 
posal as you see them. 

ANSWER 
In Favor of Common Stocks 

(1) Permit greater earnings by par- 
ticipating in the prosperity of the na- 
tion’s business. 

(2) Secure greater diversification. 

(3) Permit means of aiding nation’s 
business by supplying it with funds. 

(4) Claim of possible loss of safety 
is offset by factor that gains in net re- 
turn and appreciation in value will more 
than compensate for greater hazard in- 
volved. 

(5) Many businesses are under par- 
tial or virtual supervision of state or 
federal government, hence safety is to 
that extent assured. 

(6) Business has become scientific and 
all inclusive. It is possible to select 
strong common stocks and eliminate the 
weak stocks. 

(7) Common stock in the nation’s ba- 
sic industries is safe, fruitful and adapted 
to long-term investment programs. 


Against Common Stocks 


(1) Insurance companies are fiduciary 
institutions, the guardians—not owners 
—of wealth. Their task is conservation, 
not gaining increases by taking risks. 

(2) Element of safety is endangered. 

(3) In the long run, earnings on many 
common stocks do not appear more fav- 
orable than do those of first-class invest- 
ments. 

(4) Valuable tax-exemption 
leges would be sacrificed. 

(5) Impossible to foretell accurately 
what the future of any one type or in- 
stitution of business may be. 

(6) The fundamentally safe and nec- 
essary investment needs require the 
public’s insurance savings. 


privi- 








QUESTION 

Johnson, a physician, now 35 years 
old, wants to accumulate $100,000 by the 
time he is 65. He plans to do so by the 
purchase over a period of years of gilt- 
edge bonds, but in order to be sure that 
this amount will be guaranteed to his 
family, expects to carry sufficient de- 
creasing term insurance to equal the dif- 
ference between his bond account and 
the sum he has set out to accumulate. 
A friend argues that he might just as 
well - A a 30 year endowment insur- 
ance 

(a) Set fi forth clearly each of the prin- 
ciples of sound investment by which an 
investment program for an individual 
should be tested, and compare these 
two programs from such standpoints. 

(b) List and explain briefly all the 
other reasons which, in your judgment, 
could be urged in favor of 30 year en- 
dowment insurance, 


ANSWER 


(a) One authority has well outlined 
the investment features of an endow- 
ment policy, rating it highest among 
other investments with respect to all fea- 
tures except yield. Features considered 
were: 

(1) Safety—The endowment would be 
far superior to the bond program due to 
the wide diversification of assets behind 
it, the nature of the assets (fiduciary in- 
vestments), and careful government 
supervision. 

(2) Yield—The yield on an endow- 
ment policy, if the cost of term insur- 
ance is deducted, should exceed 5 per- 
cent which is as high or higher than 
Johnson could expect to get on well se- 
lected bonds. 

(3) Marketability—The cash value of 
the endowment would always be avail- 
able through surrender or loan whereas 
the market value of the bonds might 
greatly depreciate during certain pe- 
riods. 

(4) Value as collateral—Life insur- 
ance may be borrowed upon, usually to 
94 percent of cash value. Bonds vary 
somewhat as to collateral value. 




























(5) Tax position- -Johnson would be 
-. % to heavy income taxes on all ex- 
cept government bonds and some mu- | 


nicipal or state bonds. 


return at maturity exceeded the invest- 
ment. 

(6) Maturity 
dowment policy is admirably 
Johnson’s needs as the entire value will 
be available at his age of retirement. 
This amount could be left with the in- 
surance company to pay a definite in- 
come per year. The bonds, with irreg 
ular maturity dates, etc., might not meet 
his needs as to regular income so satis- 
factorily. 

(7) Convenient denomination — 
convenience of handling one 
ance policy over numerous bonds is 
readily apparent. The latter program 
would call for occasional reinvestment, 
market worries, etc. 


The 


Urezed for 30 Vear 


Insurance Are: 


Other Advantages 
Endowment 


(1) Dr. Johnson may not be insurable 


always. His assumption is not valid. 
He may not have term insurance until 
death. 


(2) Dr. Johnson will save his valuable 
professional time by turning over invest- 
ment problems to the insurance com- 
pany and devoting his own efforts to his 
profession where his skill can yield 
more income than possible in the in 
vestment field with his lack of skill and 
training. 

(3) An insurance company will not 
only create his estate by the time he is 
but after he is that age, it will con- 
tinue to conserve it and distribute it to 
him. Even if he were successful in se 
curing the estate at 65, he would not be 
so well fitted at 68 and after to care 
for it safely and adequately. 

(4) By means of the disability clause, 
which could be included in a thirty year 
endowment insurance policy, but prob- 
ably not in the term, the plan would be 
self-completing should Johnson become 
disabled. 

(5) Psychologically, the endowment 
program is more likely to be continued 
since it is semi-compulsory. 


65, 


The word deposit instead of premium 
is more truly descriptive of the money 
paid by insurance policyholders and 
should be used by salesmen. 





The life insur- | 
| ance would be entirely exempt until his 


-In this respect the en- | 
suited to | 








Facts, Figures 
a and a 


Inspirations 











I am a great believer in insurance 
of all kinds. In the light of the failure 
of many men in business during the 


| past few years, many have changed their 


views on insurance. There are people 
who have lost everything, and all that 
remains between their families and the 


| necessities of life are their policies of 


life insur- | 





insurance. It is sound business and no 
man can afford to be without it in order 
that his family may be provided for and 
saved the hardships incident to being 
left without the sustaining influence of 
a husband or father. I am more and 
more satisfied that insurance should be 
an essential element and a part of the 
assets of every man who heads a family. 

Gov. John Hammili of Iowa. 

x * * 

The art in blowing your own horn is 
to play a tune on it that appeals to the 
other man’s ear.—The Little Thinker. 


+ & * 
Of the 136,000 Rotarians in this 
country, 91 percent are insured for a 


total of over $3,000,000. 
* * * 
To make your prospect entertain the 
idea of what you have to sell, you must 
make the idea of what you sell enter- 


tain your prospect. 
+ 


x * 
A survey shows that out of 2,296 
married men who died leaving estates 


(exclusive of life insurance) amounting to 
approximately $12,000 each, only 908 
left wills—John Hancock Signature. 
* * * 
He who serves his policyholders 
anys, poveee himself in the same degree. 
—Cid. 


Without 
writer, 


x * * 
being an insurance under- 
I am saying to my people con- 


| stantly that, unless a man is satisfied to 


vanish and to perish utterly from the 
earth because physically he has been 
cut down, he ought to make provision 
for the continuance and support of 
causes in which he believed during his 
life time.—R: abbi Wise. 


The Lincoln National Life Insurance Company, Fort Wayne, 


Indiana, invites correspondence from organizers and producers 
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THE NATIONAL 


UNDERWRITER 








WE have an especially attractive Agency Con- 
tract to offer real producers between now 


and January Ist, 1931. 


Middle West Territory — Liberal Policy Contracts — 
Standard and Sub-Standard — Medical and Non-Medical 


Special Features 


ARE YOU INTERESTED? 


Address R-74 - The National Underwriter 














IT CONCERNS 
GENERAL 
AGENCIES 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
ed —— and full thought and effort. Isn’t this merely natural and 
ogical ? 

Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and «undivided 
effort. THe Mutuat Lire INsuraANcE Company oF New York affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of Agencies 
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ASSOCIATIONS 
(CONTINUED FROM PAGE 22) 
which bankers and trust company 


cers of the tri-cities were guests of the 
Davenport association. Approximately 

















200 were present. Mr. Linton spoke on 
“Life Insurance and Trust Company 
Service.” 

* * * 
Lansing, MWich.—A _ series of group 


study periods for C. L. U. candidates is 
being arranged by the educational com- 
mittee of the Lansing association, 
headed by Glen S. Kies, Ohio National 
Life. First of the series will be held 
Nov. 10. Reports on the Toronto con- 
vention featured the October meeting. 
ok K * 
Tulsa, Okla.—In compliment to George 


E. Lackey of Oklahoma City, national 
president, the Tulsa association has 
launched a campaign to treble its mem- 
bership by Feb. 1, 1931. The present 
roster comprises 50 names. 

*x* * * 

Des Moines, Ia.—‘Life Insurance as 
Property,” was discussed before’ the 
Des Moines association Nov. 1 by Roger 
B. Hull, managing director of the Na- 
tional association. 

* * * 

Indianapolis — The Indianapolis asso- 
ciation, as an innovation, will try an 


evening session on Friday of this week. 


Louis M. Crandall, special agent of the 
New England Mvrvua! Life, will speak. 
* * * 
Buffalo—F. L. Jones, vice-president 


Life of New York, will speak 
meeting of the 


Equitable 


on “Latent Power” at a 
Buffalo association Nov. 18. He has re- 
cently returned from a country-wide 


tour of the company’s branches. 

x * * 
1N.—Roger B. Hull, managing 
of the National association, 
the Peoria association last 
termed life insurance sales- 
best stabilizers of the business 
world and family life Insurance sales, 
he said, are doing a great deal toward 
restoring the nation to prosperity. 

s * is 

Crandall, agent of 


Peoria, 
director 
spoke 
week. 
men the 


to 


He 


a 
Cincinnati—lL. M. 


the New England Mutual Life at Nor- 
wich, Conn., will address the Cincinnati 
association this week on “How to Write 
an Application per Call.” Mr. Crandall 
spoke at the sales congress of the Chi- 
cago association this week and made a 
big hit at the recent Toronto convention. 


OK a 
Newark, N. J.—The Newark association 
has secured as a guest speaker Louis M. 
Crandall, special agent in Norwich, 
Conn., for the New England Mutual Life, 
whose subject will be “How to Write an 
Application per Call.” 

ok ok ok 
Philadelphia—Miss Alice Roche of the 
Louis Paret agency of the Provident Mu- 





tual Life, whose mail order work has 
made her nationally famous, will speak 
before the Philadelphia association Nov. 
18 on “Prospecting.” 

Pr. Calvin Smith, heart specialist, will 
be on the program and there will be a 
third address. 

*K * * 

Louisiana—F. KE. LeLaurin, associate 
general agent of the Aetna Life, New 
Orleans, is the new president of the 
Louisiana association. 


T. C. Nichols, Jr., 
vice-president; Henry E. 
Central, secretary. 

* * * 

Ia.—The Cedar Rapids 
devoted its last meeting to 
insurance, with the following 
program: F. J. Manning, “History and 
Extent of Industrial Insurance”; H. M 
Rothjen, “The Relation of Industrial In- 


officers 
Mutual, 
Union 


Other are: 
Pacific 
Belden, 


Cedar Rapids, 
association 


industrial 
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MARYLAND!! 


General Agency positions open at, 


FREDERICK ROCKVILLE 





CUMBERLAND HAGERSTOWN 


WESTMINSTER 


Excellent territory—Special Direct Contract—Wholehearted 
Home Office Cooperation 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON 8. SMITH, President 











offi- | 
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Federal Reserve 
Should Buy Bonds 
Macaulay States 








By the gradual purchase by the led- 
eral Reserve Bank of $500,000,000 moore 
of government bonds, the deflation 
movement might be halted, according to 
President T. B. Macaulay of the Sun 
Life, who prepared an article for the 
“Wall Street Journal.” 

These purchases, Mr. 
served, would add that amount to the 
currency or cash reserves carried 
the commercial banks on the book 


Macaulay ob- 


the central bank. These deposits 
pointed out, are the equivalent of 
culation and at any time can be 
verted into actual outstanding cir: 
tion. Accordingly, the lending capacit 
of the commercial banks would be 


creased by several billions. There w 
be heavy purchasing of high grade 
bonds by the banks themselves and the 


bond market would steadily impr 

which would reestablish American bus 
ness conditions and make it possibk 
again for foreign countries to finance 
their requirements with the United 
States. This in turn would increase the 


purchasing power of the entire world 
and to the extent that purchases wer 
made in America would be further help- 
ful to American industry. 








American Union Life New 


Title of W. W. Head Carrier 


The title of the St. Joseph Life of 
Missouri, control of which was recently 
acquired by Walter W. Head, Chi 
and Omaha banker, has been changed 
to the American Union Life. Mr. Head 
and his associates are actively inter- 
ested in the fortune of this company 
and are engaged in an intensive develop 
ment program. Capital was recently in- 
creased from $100,000 to $200,000 and 
V. M. Shewbert was acauired as vice- 
president and head of the agency de- 
partment. 


| 


Conducts St. Louis Class 


The Southland Life through Manager 
David Alberstein, 625-626 Chemical 
Building, St. Louis, will conduct a class 
in life insurance salesmanship at 
St. Louis office with Bob Shor: of 


its 


Dal- 


las as instructor. Those enrolling for 
the course will be under no obligations 
to the company and will not have t 
pay any tuition. 

surance and Ordinary Insurance”; G. R 


Schwerke, 
surance.” 


“Benefits of Industrial In- 


The program of 
ion for next year was 
Joe C. Montgomery at the 
meeting of the Mobile 


Mobile, Ala.— 
tional 
cussed by 
monthly 
tion 


the N 


associat 
ass 


Waterloo, Ia.—The relation of in 


ance men to the public was subject 
talk’ by Hugh D. Hart, vice-preside) 
the Penn Mutual Life, at the last 
ing of the Waterloo association. 





Position Wanted 
By young man with several years < 
tuarial, accounting and general hoi 
office experience. Address R-78, N 
tional Underwriter. 








Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an extens!rve 


program of expansion in California. The Los A! 
geles agency welcomes you and offers modern 
tracts in an agency using the most up-to-date 


methods. Write us about our “‘Adaptation Plan 
Roy Ray Roberts, General Agent, State Mutual Life 
Assurance Company, Roosevelt Bidg., Los Ange 
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